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New 1011 “‘Push-Pull’’ Screen Door Catch. Easy- 
working—no knob to turn. Sure-holding—posi- 
tive lock. Quick to install—just one hole to bore 





506 Airliner—pneumatic-type screen door closer. 
Adjustable spring is completely concealed against 
dirt and moisture. Modern appearance—attrac- 
tive finish 


only man in your neighbor- 
oO can see anything good in a fly, 
peter set your plans now for wel- 


oe ur winged friend. 


ae -lookin dy; 


570 Screen Door Closer—light model liquid-type. 
Quick, quiet, complete closing. Easy to install 
and adjust—no reversing—screw holes spotted 
by full-size marker 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 





LUMBERMAN & BUILDING PRODUCTS MERCHANDISER. Published every other week by American Lumberman, ine.— ( 
orth Clark Street. Chicago 2. Ill. Entered as second-class matter Oct. 2. 1946 eat the Post 
Offiee at Chicage. Ulinois. under the Ast of March 8. 1879. \ 












Simple Secret 


Perfect 
Plywood 


3. 


for 


Combine equal amounts of excellent equip- 
ment, expert skill, the finest woods, and keen 
personal interest. That’s the simple secret of the 
Peninsula Plywood Corporation’s success. This 
cooperative mill was started by a group of men 
who pooled their money, their long experience, 
and their “know-how’ to create one of the finest 





Only the finest fir timber is selected for processing 
at Peninsula... where skilled workers cut the huge 
“peeler” logs into proper lengths for the lathes. 





Sheets are dried, trimmed, and glued into proper 
sizes. Modern machinery and improved methods 
help greatly to speed this operation. 





Fir plywood plant of Peninsula Plywood Corporation, Port Angeles, Wash. 


fir Plywood mills in the northwest. 

We are proud to point out that the entire 
production of this modern mill is devoted to 
Weldwood Plywood... and that this constantly 
increasing production makes an important con- 
tribution to our over-all activities in meeting 
today’s huge demand for Weldwood Plywood. 





2. Giant rotary lathes turn out miles of veneer in ever- 
increasing quantities, as more and more efficient 
production methods and equipment are put into use. 





4. The result... Plywood of the finest quality... finds 
favor with architects and home owners building 
today’s modern, attractive, medium-cost housing. 








UNITED STATES PLYWOOD CORPORATION 


WELDWOOD Plywood 


Weldwood Plywood and Mengel Flush Doors are products of 


New York 18, N. Y. Louisville 1, Ky. 


Distributing units in Baltimore, Boston, Brooklyn, Chicago, Cincinnati, Cleve- 
land, Detroit, Fresno, High Point, Los Angeles, Newark, New York, Oakland, 
Philadelphia, Pittsburgh, Rochester, San Francisco, Seattle. Also U.S.-Mengel 
Plywoods, Inc. distributing units in Atlanta, Dallas, Jacksonville, Louisville, 
New Orleans, Houston, St. Louis. In Canada: United States Plywood of Canada, 
Limited, Toronto. Send inquiries to nearest point. 


THE MENGEL COMPANY 


Weldwood* Hardwood Plywood 
Douglas Fir Weldwood 

Mengel Flush Doors 

Douglas Fir Doors 

Overhead Garage Doors 

Molded Plywood 

Armorply* (metal-faced plywood) 


Flexmetl 


Decorative Micarta* 
Flexwood * 
Flexglass* 
Firzite* 








i eta WwoO;.| 





Welded for Good with phenol formaldehyde synthetic resin. 


Tekwood* (paper-faced plywood ) 


Weldwood Glue* and other adhesiv« 
Weldtex* (striated plywood ) 


*Reg. U. S. Pat. Off 


Weldwood Plywood is made in both interior and 
exterior types, the former bonded with extended urea 
Plastics and Wood j;e55n5 and other approved bonding agents; the latter 








March 27, 1948, AMERICAN LLUMBERMAN 















SS ade MEME AN 









sto! 
cen 
fror 
in { 
sto! 
by 

he 

sto! 


bar 
exe 
assi 
fina 
cha 
anc 
mal 
con 
und 


tee 


Con 


Sav 
on 

ker 
gre 


Buip) 





sive 


Oft 


and 
urea 
latter 





NeWs~Tht 























HASHES + xe ke wR kK KR KS 


GLASS-FRONT STORES are an effective “psychological trap’ 


that build store traffic and up sales by luring customers into the 
store, a recent survey of retailers in all lines shows. Ninety per- 
cent of the new stores built or remodeled this year will have visual 
fronts. Close to $12 million will be spent dressing up store fronts 
in the next 12 months. All-glass, up-to-the-ceiling fronts turn the 
store into a goldfish bowl, displaying the entire floor level. Passer- 
by falls victim of the illusion that he is already in the store when 
he looks in. Two companies manufacture a special-type tempered 
store front glass five times stronger than ordinary plate glass. 





BLAME FOR TIGHT MORTGAGE MONEY is placed on mortgage 


bankers and savings and loan associations by Martin C. Huggett, 
executive vice-president of Chicago Metropolitan Home Builders 
association. Mortgage and lending firms are joining the uniform 
financial squeeze by attempting to advance interest rates and by 
charging bonuses, he charges. FHA decision ‘‘to channel the bal- 
ance of Title VI insurance authorization into rental housing by 
making every applicant under Section 603 show cause has been a 
contributing factor in drying up practically all veteran's housing 
under that section.” 





PUBLIC HOUSING GETS A BOOST in the Joint Housing Commit- 


tee report just submitted to Congress. Joint Committee would have 
Congress include in new legislation a public housing section call- 
ing for half a million homes in four years. Report was a defeat for 
Senator McCarthy's forces. The long-awaited report calls for 15 
million homes in 10 years. A large proportion would be for rental 
dwelling for low-income families. 





MAINTENANCE AND REPAIRS on homes and other structures is 


at an all-time high, the Department of Commerce reports. It esti- 
mates the volume at $8 billion this year, a billion above last year. 
Private bath and toilet facilities were added to more than two mil- 
lion existing homes during the past seven years. The unprece- 
dented volume of repair and maintenance work is being accom- 
plished while the building industry is producing new housing at a 
near-record rate, Melvin H. Baker, chairman of the Construction 
Industry Information Committee, points out. 





COST OF I-E HOUSES can be cut by (1) assemblying exterior 
is with sheathing before lifting into place, (2) using light-weight 
roo! trusses, (3) preassembling gable ends on jig table, (4) install- 
no interior finish materials on walls, ceiling and floor before erect- 
partitions, (5) carefully laying out all sheet material, (6) pre- 
‘ting wall framing material, (7) preassembling windows, and (8) 
utting door and window trim. Precut floor joists, preassembled 
“inet work and tip up construction of interior partitions produced 
vings but not as great as those first mentioned. Summarizing, 
small Homes Council says, ‘costs can be reduced by material- 
‘ving details and labor-saving practices; savings can be achieved 
through the use of some new techniques; roof trusses are the 
to major savings (savings on wall and floor installations are 
greater than on the trusses themselves).” 
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PAINT SALES 


30.4 percent above previous 
record year, Census reports 


ANALYSIS of Bureau of Cen- 
sus reports of dollar value of paint, 
varnish and lacquer sales by 680 
establishments in 1947 shows: total 
sales were 30.4 percent above pre- 
vious year; trade sales were 30.1 
percent above previous year; total 
industrial sales were 30.3 percent 
above 1946; industrial paint and 
varnish sales were 34.3 percent 
above previous year; unclassified 
sales were 32 percent above 1946. 

Compared with 1941, total sales 
in 1947 were 87 percent higher. 
Compared with 1929, highest year 
prior to 1941, total sales for 1947 
were 138.6 percent higher. 


PUBLIC TIMBER PROBE 


Lumbermen want hear- 
ing made all-inclusive 


s 

WITH A SENATE probe of pub- 
lic timber management scheduled 
for this summer, the Western For- 
est Industries association, region- 
wide body of independent Western 
lumber industry operators, seeks to 
extend the hearing to cover all fed- 
erally-controlled timber in the 
Western states. 

It wants all decisions on pro- 
posed sustained yield cooperative 
agreements postponed until the 
Senate committee’s findings are in. 
Senate committee hearing will 
probe only lands under department 
of Interior control situated in Ore- 
gon. 

R. T. Titus, executive secretary 
of the association, states that pres- 
ent federal forest management dis- 
criminates against small operators, 
jeopardizing wholesale and retail 
lumbermen. 


MORE PRICE-FIXING CASES 


Supreme Court Decisions 
affect material manufacturers 


MORE ANTI-TRUST cases on 
price-fixing of building materials 
are in the offing following recent 
Supreme Court decisions upholding 
government views that illegal mo- 
nopolies have existed in the gypsum 
and electrical cutout fuse indus- 
tries. The court ruled this month 
8-0 that seven gypsum manufac- 


7 
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FORGED IRON 
CABINET HARDWARE 


MANUFACTURING COMPANY 
PITTSBURGH 12, PENNSYLVANIA 


NEWS a«¢ TRENDS 


turers violated anti-trust laws by 
fixing prices and controlling distri- 
bution. 

The lower court had rejected the 
government charges on the grounds 
that the companies acts were legal 
under their patent rights. The elec- 
trical equipment case is considered 
a landmark decision in government 
prosecution of industrial firms who 
hold a number of patents in one 
field and license other firms to make 
and sell products under the patents, 


NEW DEALER ADVERTISING 


Home planning column ties 
in with dealers, products 


A NEW SPONSORED advertis- 
ing column How to Plan Your 
Home will make its appearance in 
Sunday newspapers of 14 metro- 
politan markets early in April. Au- 
thored by Ralph W. Hammet, Uni- 
versity of Michigan architectural 
professor, the column will cover 
home planning step-by-step. Fol- 
lowing the editorial content will be 
short news-type ads for specific 
products. If the national manufac- 
turer-advertiser wishes, the local 
dealers handling his products will 
be listed. 

By mid-summer it is expected 
that the column will be syndicated 
to local small town newspapers, al- 
lowing one dealer to sponsor the 
whole column or several dealers of 
building materials and allied prod- 
ucts to jointly sponsor. 


FIR DOOR INSTITUTE DENIES 
FTC CHARGES 


Industry-wide standards 
promulgated by Bureau 


THE FIR DOOR Institute of Ta- 
coma has issued a blanket denial to 
charges by the Federal Trade Con- 
mission that it is guilty of collu- 
sion and restraint of trade. 

“Some of the points raised hy the 
Commission have to do with tlie es- 
tablishment of industry-wide siand- 
ards, backed by inspection,” John 
O’Hara Harte, managing director f 
of the Institute, said. “Such stand- f 
ards were actually promulgated by [ | 
the U. S. Bureau of Standaris in ; 
Washington and apply to practical- [ 
ly every industry in the United [ 
States. So that when the Commis- 
sion objects to such standards it is, 
in effect, attacking an activity by 
another branch of the Federa! gov- 
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Give your customers the good news... a window 
in stock that keeps costs down without sacrific- 
ing quality. 

Recommend Fenestra Steel Casement Type 
2414N. Its low price results from standardiza- 
tion which permits mass production. Cost is 
kept low by the use of only one ventilator—yet 
its 50% ventilation is more than you get with 
ordinary windows. Installation costs are mini- 
mized because the window is a complete, pre- 
fabricated unit. This window is styled for popu- 
lar use—sized to fit the widely-used 2/10” x 4’6” 
opening. 

Fenestra Casements are graceful. They con- 
tain more glass area than ordinary windows. 
They can’t warp, shrink or rot, because they’re 
steel—always open easily. Both sides of the 





utiity CASEMENT BASEMENT 
WINDOWS WINDOWS wiNDOws 


glass are cleaned safely from inside the room. 
Screens are easily, safely attached inside. No 
wonder these windows are popular with build- 
ers and home buyers alike. 

The Fenestra family of steel windows pro- 
vides types and sizes for homes, garages, stores, 
warehouses, factories—virtually every building 
need. They’re standardized—you stock less, sell 
more. 

With Fenestra, you have the oldest and best- 
known name in steel windows on your side. 
Write for full information on types, sizes and 
our dealer plan. Detroit Steel Products Com- 
pany, Dept. AL-3, 2269 East Grand Blvd., 
Detroit 11, Michigan. 
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Senesfra BuildING PRODUCTS 


Windows « Doors «+ Building Panels 


















“Best in the Land” 


MINERAL WOOL 


(Light and Dark} 


For 


Batts 
Blankets 
Granulated 
Loose 


Home, Farm, 
Industry 


Industrial Insulation 
Blankets — Pipe Covering — 
Felts — Blocks — 
Plastic Insulating Cement 


Nationwide Service 
50 Shipping Points 
From Coast to Coast 


Prompt Shipment 


Top Quality 


S. T. BURTON CO. 


BUILDERS BUILDING 
CHICAGO 1, ILL. 





Plan. 





ATTENTION: Jobbers, Dis- 
tributors, 
Write now for new liberal 
Discount Terms and Sales 


Wholesalers — 














NEWS ««¢ TRENDS 





ernment. We are confident that 
the final outcome of these hearings 
will be complete exoneration of the 
fir door industry and approval of 
the manner they are producing 
doors in millions for the homes so 
badly needed in America today,” he 
stated. 


READY-MIX EMBARGOES 


Union resistance has dis- 
appeared in large cities 
CLEAR PATH for ready-mix 
concrete lies ahead as union em- 
bargoes against the material have 
disappeared in every city except 
Chicago, the Ready-Mix Concrete 
association announces. Successful 
introduction of heated concrete, 
mixed at the plant and hauled to 
the job, will pave the way for 
ready-mix in Chicago, the associa- 
tion believes. Comparisons of tran- 
sit-mix costs in other cities and 
Chicago’s new heated delivery sys- 
tem are not available as yet. 


NON-FARM MORTGAGES 


Financing up 10%, according 

to Home Loan Bank Board 
CONTINUING at a slower pace 

a rise which began in 1944, non- 
farm mortgage financing in the 
country during 1947 reached an 
estimated $11.4 billion—10 percent 
more than in the previous year, the 
Home Loan Bank Board reports. 
The increase in the number of 
mortgages recorded was only 2 per- 
cent, since the average lien filed in 
1947 amounted to $4,512 as com- 
pared with $4,206 the year before. 


DON'T BUILD "TIGHT" HOUSES 


Keeps elements out 
but keeps moisture in 
WARNING home builders 
against old-style too tightly-built 
houses, W. T. Miller, Purdue Uni- 
versity professor of heating and 
ventilating engineering, declares 
that builders must be humidity con- 
scious. Houses should be made 
tight, he explains, but only on the 
inside. The outside should be 
vented to permit good air circula- 
tion. 

People pampering their sinuses 
demand high humidity in their 
houses but make no allowance for 
the accompanying raise in water 
vapor. It is this water vapor 
which has no place to go that con- 
denses on the inside walls, or worse 
yet, in between the inside and out- 
side walls, Miller says. 

The moisture problem is not new, 
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he adds. As long as 85 years agf 
builders were aware of it and maj 
crude but successful attempts ; 
remedy it. Today, with differey 
trends in heating methods and jy 
sulation and _ building plans, 4 
alarming high vapor pressure j 
buildings make it imperative tha 
builders crusade for proper ven: 
ing and vapor seal procedures the 
will do away with moisture trouble 
he adds. 


RADIANT-HEATED SUBFLOORS 


Armstrong tests form basis fo 
flooring material recommendation 


THREE YEARS of testing }y 
research laboratories of the Arm 
strong Cork company show tha 
resilient flooring materials for us 
over radiant-heated subfloors ca 
be selected by much the same stan 
ards as for over subfloors in room 
where convector or convention heat 
ing systems are installed. 

Tests were made to show thd 
effects of varying degrees of tem 
perature on the hardness, composi 
tion and indentation properties 0 
all resilient floorings. Finding 
emphasize that, regardless of thd 
system of radiant heating used, th 
temperature of the floor surfac 
should not exceed 80 to 85 degrees 


MORE TRAINING COURSES 


Educated employee help 
home owner save mone 


COLLEGE training courses fo! 
employees of retail lumber an 
building products dealers should be 
held in every major community a 
a means of helping owners of new 
homes and other buildings to save 
money and obtain better quality in 
construction, according to David $. 
Miller, national president of the 
Producers’ Council, national orgal: 
ization of building products matt: 
facturers. 

“In this training, men working 
in lumber yards learn how to save 
money for their customers througi 
better selection and ordering of mé 
terials, by scheduling deliveries 0! 
materials to the building site morp 
efficiently, and in many  othef 
ways,” he emphasizes. f 

“When these savings are addef 
to further economies 
through expanded research, adopp 
tion of modular coordination, rev’ 
sion of building codes, and othel 
industry programs, building cost 
are certain to be lowered regardles} 
of the general inflationary pré 
sures which have forced prices Ul 
ward,” Miller states. 
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HOUSING STARTS: Department of Commerce 


sticks to its prediction of last November that 1948 
will see 950,000 new, permanent housing units 
started. Conditions attached to this estimate are: 
(1) that there be no economic bust, (2) no marked 
increase in building costs, and (3) that the diplomats 
succeed in keeping the U. S. out of war. Truman 
in his recent address to Congress asked for power 
to back up U. S. decisions with force. He recognized 
that the European situation now may be beyond 
even Stalin's control and that the Soviet’s may not 
be able to avert an incident that would lead to an 
overt action. 


DEFENSE ECONOMY: You've heard about the 


35,000 war planes recommended by the policy 
board. This is just a start. Unless the overseas 
situation improves, and it’s unlikely, look for heavy 
buying by the Federal government, a continuation 
and probably an increase of shortages, and heavier 
Federal financing. 


TAX REDUCTION: Present Congress thinks it can 


get a modified bill past a possible Presidential veto. 
But to talk tough to the Russians requires that you 
be tough in armaments. The next Congress may 
have a different idea about taxes. Little if any re- 
duction of the Federal debt can be expected this 
year. No prospect at this writing for legislation in 
48 giving the government unqualified control over 
allocations—even though the voluntary allocation 
stuff has gone out like a light. 


PRICE CONTROLS: Not in sight now. But don’t 


be surprised if the issue is raised again late this 
year should defense purchases really go to town. 
Even should Stalin make an attempt to pull in his 
horns, Uncle Sam is going to collect some tools— 
just in case. 


EXPORTS: Will not equal the ‘47 volume this year. 


Would be much lower, of course, except for Euro- 
pean relief expenditures. Marshall Plan. spending, 
sure enough, will shore up domestic prices—pro- 
vided nobody starts to shoot. If they do, we'll have 
a war economy, not a defense affair. 


DEFRAUDING OF VETERANS: The industry isn't 


responsible, but certainly is hurt by it. Scores of 
evices are used to stand the veterans up—some- 
times getting a down payment and building no 
ouse, sometimes delivering a house so shoddy in 
construction and materials that within months or 
€ven weeks it comes unstuck. 
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GALENIDAR 


PUNITIVE ACTION: A few of the slickers in the 
Washington area, so this page is- told, have been 
assigned cells in the big house. Others face Con- 
gressional investigation. This doesn't help the vet- 





Yerans who got taken and it doesn't turn a crate into 


a house. ... But we salute the many dealers who 
saved service men from this exploitation, who kept 
them from paying excessive prices for bare essen- 
tial houses, or who saved veterans from being stuck 
with brand new wrecks. 


LUMBER PRODUCTION in ‘47 is now estimated 


at less than 37 billion feet. Commerce Department 
estimates that ‘48 construction will call for two and 
two-tenths billion feet of lumber more than did ‘47 
construction. Total mill and retail yard stocks at the 
end of the year were slightly under ten billion feet. 
Retail inventories increased by 43.2 percent during 
1947, 


UPPER GRADES: With this big production, why 


are uppers still in such short supply? An official in 
Commerce, who asks not to be named as his opinion 
is personal and not official, thinks there must be 
enough small mills cutting log-run lumber from 
which upper grades are not recovered to explain 
this shortage. Three-fourths of the U. S. lumber pro- 
duction is the output of 40,000 small mills. 


SMALL MILLS: Many are completely equipped 


and operated by men who know how to get the 
most and the best out of a log. Real problem of the 
small mill is the outfit run by men who know little 
about sawing lumber and who never learn more. 
They chew good logs into rubbish about good 
enough to kindle the fire under the neighboring 
still. 


SENATOR McCARTHY proposals on housing in- 


clude the extension of Title VI to March 31, ‘49, with 
mortgage insurance authorization increased by an 
additional two billion dollars of which half would 
be for rental housing. Cost limit under this title 
would be $8,100. Insurance on 608 projects could 
not be more than 90 percent of estimated replace- 
ment cost on the project ‘‘on the basis of the costs 
prevailing at the end of 1947.” 














TITLE II would be made applicable to all types of 


home mortgages on new construction regardless of 
number of units or occupancy. Federal assistance 
in slum clearance would be confined to land assem- 
bly and preparation for redevelopment. No actual 
redevelopment by the Federal government. There 
is a proposal for yield insurance for low-cost hous- 


ing. 


2\ 





NOW AVAILABLE 
IN CARLOAD LOTS! 
1-2-and 3-PANEL 


Ponderosa Pine Doors, top 
grade, now available in 
standard sizes. These sturdy, 
well-built door units are 
made from dry lumber and 
are uniform in quality. A 
very serviceable stock door, 
manufactured in strict ac- 
cordance with U.S. stand- 
ards. Order today—in any 
quantity! 



















LUMBER CO. Aaa 


eb lard TODAY! 


MAILING ADDRESS: 1212 I9TH ST. 





OAKLAND 7, CALIFORNIA 
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THIS WINDOW IS 
GOING TO TRAVEL 
ITS 4 MILE 
EVERY YEAR... 























Because it’s equipped with a Getty No. 4715 wood Case- 
ment Operator. There'll be no jammed channels, no broken 
teeth, no stripped threads. Day in, day out, Getty operators 
will give good mileage” quietly, efficiently —and at minimum 
cost. Inherently correct design, using the worm-and-gear 
angle drive principle, and accurate, sturdy construction, using 
the right materials in the right places, assure years of trouble- 
free positive casement control at all times. Getty operators 
are built for a lifetime of service ...and here are six down- 
to-earth reasons why they are the choice of architects, builders, 
contractors and home owners for wood casements everywhere. 
@ Arm is 5/32" cold rolled steel, cadmium plated, 
with teeth accurately machine ground (hobbed) 
at exact operating angle. 
Full “2 diameter case-hardened steel worm. 
Shaft is integral with worm. 
Solid brass bushing acts as a bearing for worm 
shaft; threaded in housing; cannot back-out 
under pressure. 
Arm pivots on 3/8” case-hardened bearing-stud 
shoulder. 
Solid brass arm button is locked in channel. 


Heavy-gauge channel guide (brass or steel) has 
3 point anchorage on window. 


Getty manufactures operators for all types of casements 
for both wood and metal. Also a complete line of high- 
quality accessory hardware for casement windows. 


see our 


SWEET'S FILE 


ARCHITECTURAL 


Consult your local Contract Builder's 
Hardware Dealer, your local Building 
Materials Dealer, your Wholesale 
Hardware Jobber, or write: 


H. s. GETTY Be CcO., INC. 


3348 N. 10th ST., PHILADELPHIA 40, PA. 
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MODERN I. S. Turover yard, store and office at Bethesda, Md. 





Serving the Nation’s Capital for 
Twenty-Five Years 


From his modern yard at suburban Bethesda, Turover emphasizes spe- 
cial millwork items and fast delivery of large quantities of material to 
build a trade that includes Washington D. C., Virginia and Maryland. 


WENTY-FIVE years ago I. S. 

Turover started his own busi- 
ness on the Potomac River water- 
front at Washington, D. C. and 
began the distribution of lumber, 
millwork and other building ma- 
terials to contractors and residents 
of the nation’s capital. 

Needing more space a few years 
later, he moved his yard to subur- 
ban Bethesda, Md. (just over the 
District of Columbia line) and 
from there his trade today con- 
tinues to cover the metropolitan 
area of Washington and also to 
reach out over Maryland and Vir- 
ginia. Size of the business is in- 
dicated in part by the fact that the 
Turover plant at Bethesda has suffi- 
cient covered storage capacity to 
accommodate nine million board 
feet of lumber. 


In addition to retail distribution, 
the company now handles a large 
Wholesale trade. This department 
of the company’s business, plus the 
large-scale manufacture of  spe- 
cialized lines of millwork, reflects 
its owner’s early training. The 
company president entered the lum- 
ber industry via the wholesale and 
millwork fields. 


Quality materials, special items 
and swift deliveries are the founda- 
tions of the firm’s soundly-built 
business. The last factor accounts 
for the company’s large yard ca- 
pacity and the marked degree of 





5 orderly housekeeping in the stor- 


age buildings. As much lumber as 
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I. S. TUROVER 


possible is handled in unit pack- 
ages by the use of mechanical 
straddle carriers to reduce handling 
costs. 

DEVELOPED STORAGE WALL UNIT 


SPECIALIZED millwork is a 
large volume item in Turover sales. 
One item in particular that has 
been merchandized very success- 
fully is a prefabricated storage 
wall. 

While other firms may have de- 
veloped similar units, the Turover 
staff originated and designed their 
own. It was felt that an amazing 
number of mistakes made in casual 
closet design reduce the closet’s 
efficiency by half. The highly func- 


tional Turover storage wall, tested 
extensively in actual use, serves 
both as a series of closets and as 
an interior wall. It is built com- 
plete in the Turover millwork plant 
and is easily installed. 

Sales effort for this item is di- 
rected toward architects who can 
specify the use of the storage wall 
in the residential structures they 
are designing and to home-builder 
customers, both home owners and 


contractors. 

Another outstanding millwork 
product produced and sold by 
Turover is a complete door as- 


sembly. The door is fitted to its 
frame with all hardware in place. 
The entire assembly can be quickly 
installed in the proper-sized wall 
or partition opening in a matter 
of minutes. 

Turover does not enter into ac- 
tual home construction with his 
own building crew nor does the 
company provide an architectural 
service, preferring to refer cus- 
tomers to competent architects or 
to suggest that they select their 
house plan from a number of tested 
plans incorporated in plan service 
books. 

While planning departments op- 
erated in many retail yards have 
demonstrated their worth, Turover 
believes that in his particular sell- 
ing area such an architectural 
service would develop houses that 
reflected too many of the cus- 
tomer’s own ideas. The result 
would be homes that were non-pro- 
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WITH covered storage capacity for nine million board feet, stock at the Turover yard is kept neat and orderly. 


fessional in design appearance, a 
factor that would hurt the resale 
value of the house, the neighbor- 
hood in which it was located and 
the customer’s own long-term sat- 
isfaction. 
MATERIALS CONSULTANTS 

WITH a large amount of indus- 
trial, commercial and institutional 
building currently on the drawing 
boards or underway in the area, 
Turover “materials consultants” 
are helping to increase the com- 
pany’s sales volume. These staff 
salesmen work with project archi- 
tects, advising them on the kind 
and quality of building materials 
that will do a certain job and work- 
ing out delivery schedules that will 
keep materials flowing to the con- 
struction site as they are needed. 
This consulting work often goes 
on for as long as 18 months before 
excavation is started. 





As indicated by one of the pho- 
tographs and the newspaper ad il- 
lustrating this article, the Turover 
company believes in telling the 
building product consuming public 
about the quality products manu- 
factured and handled at the Tur- 
over yard. The booth shown in the 
photograph was displayed at the 
recent National Capital Home 
Show exposition. 

During the war when Washing- 
ton was the focal center of the war 
effort there was a tendency in some 
lines of business to forget the home 
owner. While the Turover com- 
pany was handling a number of 
large government contracts, it re- 
membered the problems of the 
small householder who couldn’t 
build or do much remodeling but 
who did want to keep his house in 
repair. So a retail store was added 
and stocked with those materials 





TUROVER displays at home shows are of high professional quality as shown by the newspaper 
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ad, right, and the Turover booth at the recent National Capital Homes shows exposition, above. 


March 





available that would help the home 
owner in his maintenance program. 

Even more important than the 
principles of silent salesmanship 
used in the store were the sales- 
men who knew how to handle this 
type of business. A salesman work- 
ing on a housing project involving 
many carloads of material found it 
hard to re-set his sights for the 
sale of a few cans of paint or a 
screen door. The retail! store, with 
its special corps of salesmen, is still 
operating on a highly successful 
basis. 





BE SURE TO SEE 
BOOTH 78-B for 
modern building ideas! 
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OF PROGRESS 


By RALPH E. YODER JR. 


N EDITORIAL report in a re- 

cent issue of the AMERICAN 
LUMBERMAN AND BUILDING PROD- 
UCTS MERCHANDISER contained the 
following excerpt: “Industry 
economists anticipate a 12 percent 
increase in the dollar volume of 
residential construction during 
1948 with building costs declining 


tion, accurately states the major 
problems ahead in 1948: “Problems 
in purchasing, reduction of con- 
struction costs, and shortage of 
employees.” 

This last problem, the shortage 
of employees, raises the questions: 
Why should the Dealers worry 
about the Labor supply? Are not 





RALPH E. YODER JR., is a former lumberman, 
forester and farmer. He now works with the 
Structural Clay Products institute to promote 


home five to 10 percent by the end of the building craftsmen made by the national program of mason training. 
gram. year.” pick-up method? 

n the Here is a challenge that must The answer to the first question were as scarce as hen’s teeth. and 
anship be met by somebody, and in the is that the building products mer- there was no program to Seale new 
sales- words of the same editorial: “Key chant is in business to make a rea- apprentices. Luckily, because of 
e this factor in both today and tomorrow’s sonable profit. Competition can sound leadership and _ foresight 
work- picture is the local lumber and push him out of business. If a within the industry, there is now 
olving building products merchant. He prospective home-builder, for ex- in effect a sound brickmasonry ap- 
und it coordinates all others.” ample, has an estimate made on a prenticeship program that practi- 
or the The part played by the building new home and after a contract is cally covers the United States. 

L or a product merchandisers in the 1947 made, the home is shoddily built As a result, all lumber and build- 
' with construction market bears out the with poor mechanics, it backfires ing iecndiiaiaile who plan to enter 
othe truth of this latter statement. They on the dealer or builder. A well the 1948 home building job with 





are indeed the bulwark of a suc- 
cessful building industry. How- 
ever, the anticipated increase in 
dollar volume and lower cost of 
construction will make 1948 tougher 
going for the 25,000 Dealers 
throughout the nation. 

In the same issue of the maga- 
zine Phil Runion, secretary, Ne- 
braska Lumber Merchants associa- 





trained labor supply is a dealer 
problem. 

The answer to the second ques- 
tion is a positive No! Craftsmen 
are not made by the pick-up 
method. To prove that let’s look 
at the record in one building trade. 

The structural clay products in- 
dustry found out several years ago 
that craftsmen in  brickmasonry 





vigor, will be able to take advan- 
tage of the rise in the number of 
brickmasonry craftsmen being 
made available each day under the 
local training and direction of the 
Joint Apprenticeship committees. 
These labor-management commit- 
tees properly select and_ train 
apprentices to the point where they 
develop into good workmen and 
eventually craftsmen because they 
have transmitted the skills of the 
trade through qualified journeymen 
and educators under the supervision 
of the committees who take a per- 
sonal interest in the progress of 
each apprentice. 

I believe the readers of AL&BPM 
will be interested in an on-the-spot 
report of what is being done about 
promoting brickmasonry appren- 
ticeship in various areas. This 
program has been in operation for 
the last several years yet, is still 
only in the first stages of develop- 
ment. 

Let’s take a look at the north- 
eastern section of the United 
States. For this report we turn 
to Harry Shanklin, SCPI field rep- 
resentative, and in his words, “Pre- 
job brickmasonry training courses 
are being installed in Connecticut 


PAUL B. BELDEN, left, chairman of the Structural Clay Products institute’s mason training 

Promotion committee and M. M. Hanson, assistant director of Bureau of Apprenticeship, U. S. 

Department of Labor, points to progress made in formation of Brickmasonry Joint Apprentice- 
ship committees in Region 4. 


at Bridgeport and Hartford with 
New Haven planning to follow suit. 
We are vigorously promoting the 
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program in Massachusetts and it is 
becoming apparent that the unions 
and contractors are slowly but 
surely reaching the point where 
they are beginning to recognize the 
necessity of increasing the number 
of apprentices through this type of 
training program. New York will 
soon start a _pre-job_ training 
course that will enable the build- 
ing program to go ahead in full 
swing, and up-state New York pro- 
grams are stepping up their tempo. 
Northern New Jersey has developed 
many new apprentice bricklayers; 
however, a lot of work must be done 
in this area. In Hackensack, N. J., 
a new vocational school is being 
erected and a special department 
will be set aside for training ap- 
prentices in the building trades.” 

Moving over to Pennsylvania and 
Ohio, we have the report from Wil- 
liam Weimann, SCPI representa- 
tive in this area, “Apprentices are 
being added slowly but surely in 
eastern and western Pennsylvania, 
however, the job is only begun. In 
Pittsburgh we plan to promote the 
program by having, as one of the 
main features of a Home show, ap- 
prentices demonstrate what they 
are learning. This will be held in 
April. In Ohio, which leads the 
nation in numbers of apprentice 
brickmasons, for which the major 
credit goes to John W. Jockel, sec- 
retary-treasurer, Ohio State Con- 
ference BM&PIU of A (AFL), we 
still find that the program has only 
made a good start. For example, 
on March 5, when the temperature 
was nine degrees above zero, it was 
found that several construction jobs 
were short of bricklayers in Can- 
ton, Ohio. This situation turned up 
in spite of 57 apprentices in train- 
ing but, 20 of these 57 were work- 
ing at the steel plants, and not 
building homes. Akron, Ohio, held 
a Greater Akron Trade exposition 
recently, and the Camp Brothers 
3rick company provided a booth for 
bricklaying apprentices to show 
what skills they had learned. The 
boys were under the direction of 
their instructor, George Medlin, 
and you would be surprised at how 
much workmanship was put into 
those brick wall panels, fireplaces, 
and garden walls.” 

Farther west, in the States of 
Indiana and Illinois, we hear from 
Richard Rubush, SCPI representa- 
tive covering the area, “We in- 
augurated a pre-job program at In- 
dianapolis on February 2, with 
eight apprentices in the class. Ap- 
prentices attend school four weeks, 
eight hours per day, five days a 
week. Each boy is paid $2 per day 
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APPRENTICE bricklayers in Fort Worth Joint Apprenticeship committee, learning how to lay up 
a masonry arch under the direction of a journeyman brickmason instructor. 





FINISHING off an arch, Arthur Kruitof, Monsey, N. Y., lays the top row in place. These ap- 
prentices are completing their required 160 hours at New Jersey vocational school. 


while going to school. The con- 
tractors supplied the funds for the 
school and plans are being formu- 
lated to continue the program un- 
til enough brickmasons are trained 
to man the jobs in the area. 
Progress is being made in Illinois 
and typical of many programs is.the 
one I contacted at East St. Louis, 
Ill. Last year they had 59 journey- 
men bricklayers and nine appren- 
tices. Today there are 78 jour- 
neymen and 19 apprentices. I 
contacted the local union and con- 
tractor organizations to promote 
the formation of a Joint Appren- 
ticeship committee in East St. 
Louis that would improve their pro- 
gram and provide the means of 
building more craftsmen. We are 
developing a recognition Award 
Program in the state of Indiana. 
The Indiana Brick Producers and 
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Indiana BM&PIU local unions are 
taking the lead in this program to 
encourage craftsmanship.” 

An Iowa-Minnesota report from 
Joseph McGlade, our representa- 
tive in that area, shows that he is 
in close contact with all local unions 
and contractor groups. He writes, 
“Attended the opening day of the 
pre-job school at Mason City, lowa, 
and assisted the instructor with 
several problems. The school has 
an enrollment of eight apprentices, 
seven of which are from the Mason 
City area and one from Marshall- 
town. This school will operate 40 f 
hours per week for eight weeks. F 
Non-veterans are paying their ow! 
tuition of $14.75 per week and vet- | 
erans are using funds allowed ul § 
der the GI Bill. R. V. Kelso, field bs 
representative, Apprentice-Traln- § 

(Continued on Page 48) 
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Good Construction Practices 


By GUS MEISSNER 


For a sound structure and a satisfied customer, follow these 
recommendations for sills, joists, girders, and sub-flooring. 


HILE THE DEVELOP- 

MENT of packaged price 
estimates for carpentry items, as 
covered in the current estimating 
series article in this issue, is an im- 
portant factor to the dealer who 
seeks to build his volume by mak- 
ing the packaged sale, it is only 
half of the job. 

The dealer has a_ responsibilty 
for the welfare of his customer. 
It is up to the dealer to see to it 
that his customer receives sound 
construction for the money spent, 
no matter whether the customer’s 
house, barn, garage, remodeling 
job, ete., is being handled by a 
contractor or the dealer’s own con- 
struction crew. 

For that reason, it is important 
that the dealer become familiar 
with the supervision of packaged 
construction and know the differ- 
ence between good and bad con- 
struction practices. In this article 
in the current supervision series, 
we will cover the supervision of 
carpentry work. 

Carpentry items are discussed in 
their logical residential construc- 


tion sequence and it is assumed 


Drawings: John C. Killebreu, U. S. For- 
est Products laboratory. 


that the foundation walls, column 
footings and porch piers or walls 
are in place, and that basement 
window frames have been installed. 
(Local building codes, minimum 
FHA requirements and architect’s 
specifications, of course, influence 
the construction procedure to some 
extent. ) 
SILLS 

REGARDLESS of what type and 
size of sill is used (2x6 or 2x8 
single or doubled or 4x6 solid, etc.) 
the following points should be ob- 
served: 

1. Sills should be straight, an- 
chored with anchor bolts embedded 
in the foundation two feet from 
each corner, and not over six feet 
c.c. on intermediate spaces. 

2. They should be laid in a bed 
of cement mortar and leveled and 
shimmed before anchor bolts are 
finally secured. The face of the sill 
should be flush with finished face 
of the foundation. 

The top of the foundation wall 
should be filled in solidly before 
sills are laid. 

3. The joints should be lapped 
1%, and % on built-up sills and 
halved on solid sills. 

4. Where the foundation is un- 


even, slate or wood shingles make 

excellent leveling shims. However, 

mortar should be forced in from 

both sides to insure a full sill bear- 

ing and, when set, the shims should 

be removed and holes filled in. 
GIRDER, GIRDER SUPPORTS 

EITHER wood posts, lally col- 
umns or masonry piers will serve 
as girder supports. They should 
be aligned, level, plumb and braced 
to avoid sway while the girder is 
being set. 

The girder may be either a built- 
up or solid wood member or a steel 
I beam. It may be either drop 
type (placed beneath the joists) 
or flush type (in which event the 
joists are supported by ledger 
strips or metal joist hangers. . 

All joints in a built-up girder 
must be staggered, and the joint 
must occur on the center of the 
column. The joists for the girder 
must be carefully selected to be 
straight, free from loose knots and 
other defects. 

In assmebly, the joists should be 
sighted to determine the crown 
edge which always must be placed 
uppermost on any joist or rafter. 
The girder preferably should be 
bolted together with 5/16 or % 
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JOIS; 


‘ST bearing on girder or partition. Joists 
nailed with two 10d nails and toenailed to 
gircer with one 10d nail on each side of 
pair of joists. 
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BRIDGING, each piece of bridging nailed at 

each end with two 8d nails; nailing of bot- 

tom ends deferred until after placement of 
subfloor; if possible after floor. 





SUBFLOOR or attic floor, boards six inches 

or less wide nailed with two 8d nails at 

each crossing of framing member; preferabl: 
no cracks between boards 


35 











GIRDER —s 


.\ 
i “LEDGER STRIP 



































JOISTS notched over girder and bearing on 

ledger strip. Each joist toenailed to girder 

with two 10d nails; wood strip nailed with 
two 8d nails in each joist. 


OVERLAPPING joists notched over girder and 

bearing on ledger strip. East joist toenailed 

to girder with one 10d nail; joist nailed 
together with two ‘10d nails. 


JOIST notched over ledger strip. Joist ‘oe- 

nailed to girder and to ledger strip with one 

10d nail as shown or from opposite sides 
of joist. 








inch bolts and washers, particularly It should be carefully preserved block bridging. The last consists wg 
on flush type girders where 2x3 until the framing is complete. (A of squared cut-off joist ends suff- and H 
inch ledger strips are attached. knife. blade cut is an accurate ciently long to fill the space be- 
The bolts should be placed through mark to hold a pencil line.) tween joists. While block bridging W 
the ledger strip at 24-inch inter- LAYING JOISTS is the best because it provides all- 
vals, and staggered above on not WHEN laying joists, two alter- over contact on both sides of the wate 
over 36 inch centers. natives exist, (1) the joists may joists, it is only used when joist were 
Often contractors will use spikes butt end-to-end or (2) they may ends are available. light 
instead of bolts; at least 20d or stagger and lap. In the first case, Any bridging should be nailed thele 
preferably 30d should be used, if connector cleats are required. on the top first and only nailed on one « 
spikes are permissable, and Joists should be squared on at the bottom after the sub-floor is of it 
clinched to secure the girder mem- least one end and sized with a tem- in place. Many contractors wait Me 
bers and ledger strips. plate for even alignment at both until interior partitions are set ing | 
LAY OUT wall, girder, or ribbon bearing. before nailing the lower edge of last 
THE wall sills or plates and All sizing should be done after the the bridging. However, bridging Lum 
girders should be laid out before joists have been placed crown side should be nailed on the bottom be- polic 
any joists are set. A 1x2 inch up. After the joists are set and fore the plaster is applied as other- chan 
shingle lath, nailed together to nailed to the plate and girder, wise too much joist deflection will is a 
form a continuous strip as long as plumb the one on the end and se- occur. Or 
the building, will serve as a lay- cure it vertically. Laying the sub-floor diagonally In reé 
out pattern. With the pattern rod placed on offers several advantages. It al- front 
Lay-out should start at either top of the joists, align each one to lows the sub-floor to brace the Hoke 
end of the building. Each joist a plumb position and secure the structure and prevent sway. It remo 
should be placed 16 inches c.c. entire assembly by toe nailing a permits finish flooring to be laid bra 
However, all double joists under continuous sheathing board strip the long way of the room, irrespec- struc 
partitions, to each joists successively, keeping tive of the direction of the floor mode 


stairways, chimneys, 
etc., should be marked on the pat- 
tern at the same time, with the 
objective that, while doubled joists 
should be spiked to each other, the 
16 inch c.c. modular distance must 
prevail throughout. 

The layout pattern rod can be 
used to indicate wall studs and sec- 
ond floor ceiling joists and rafters. 














them all in rigid, plumb, evenly 
spaced alignment. This strip can 
be removed after the bridging is 
in place and the sub-floor is laid 
to a point where it contacts the 
guide strip. 


BRIDGING, SUB FLOORING 
BRIDGING may be either di- 
wood braciing, 


agonal metal or 











joists. Finish flooring laid the 
long way presents ‘a more pleasing 
appearance. 

For best results, diagonal sub- 
flooring should be cut at an angle 
to center over the supporting joist 
wherever joints occur. Many work- 
men, unless supervised, will try 

(Continued on Page 48) 
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Sail 
i 
THREE-piece girder. Nailed from each side HEADER joist nailed to other joists with 20d TWO-piece girder. Nailed from one side + 
with 20d nails, two near each end of each nails, three to end joist and two to others. with 10d nails, two'in each end of each 
piece, others staggered with 32 inches be- End and header joist toenailed to sill 16 piece, other staggered. Girder toenailed 1° _ 
tween nails. Joints only at supports. inches on center. pose with two nails. . 
Buir 
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THESE men have made Hoke Lumber company a 
west. Master Merchant Roy T. Hoke Sr., center, Roy T. Hoke Jr., left 
and H. W. Hackleman, manager of Hoke Construction company, right. 


HEN ROY HOKE Sr. opened 

a retail lumber store in Still- 
water, Okla., 20 years ago there 
were few Master Merchants in the 
light construction industry. Never- 
theless, his store at that time was 
one of the most modern structures 
of its kind in that area. 

Merchandising trends in build- 
ing products have changed in the 
last 20 years and the Roy Hoke 
Lumber company has altered its 
policies to keep pace with those 
changes. That is why Roy Hoke 
is a Master Merchant today. 

One of the most drastic changes 
in recent years has been the glass 
front store. Last month the Roy 
Hoke Lumber company opened its 
remodeled retail store, almost 
brand-new architecturally and 
structurally, and one of the most 
modern retail stores of any type 


to be found in the Southwest. 
BASIC IDEA: DISPLAY 

_ HIGHLY attractive, yet func- 

tional in design, the entire store 


Is a show window. Roy Hoke had 
one idea: get the merchandise out 
Where people can see it. 

To do so, the current store was 
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CONSTRUCTION INDUSTRY 
One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas and inspiration to other retailers 
in the industry. Only tep-flight merchants will be fee- 
ured in the series, but a sufficiently large number of 
them meet the exacting requirements so that it will teke 
many months to cover them all. 
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designed with slanting glass (7% 
degrees outward slant), affording 
unusual vision without distortion, 
at the same time taking full advan- 
tage of solar principles of heating. 
The marquee, which is 56 feet long 
and extends to a maximum of five 
feet in width, was designed as 
protection against the intense sum- 
mer sun. 

In the summer, the store will be 
completely air conditioned. It is 
equipped with a combination heat- 
ing and air-conditioning unit, gas 
driven. 

The exterior of the store is 
faced with 4x16 inch pumice stone 
block made in the company’s own 
block plant. The concrete masonry 


Se, 
rt a 


YNDREDS of friends and customers visited the spacious new Hoke store at its opening. 


Display Heads 


Merchandising Plans of 
Master Merchant Hoke 
















used the building also comes from 
the company’s own plant. Overall 
dimensions of the store and yard 
are 140x200. The new floor space 
is 36x92 compared with 36x36 in 
the original layout. A stairway to 
the second floor which broke the 
display area has been moved to the 
rear of the store, permitting an 
unbroken display area. The com- 
pany offices are on the second floor. 

Products are displayed by wall 
cabinets and islands, all fabricated 
in the Hoke shop. The 17 islands 
are three shelves high, pyramided, 
varying in height according to the 
product merchandised. 


EXPANDED LINES 


THE Company is utilizing the 
additional floor area to display 
metal and wooden kitchens; numer- 
ous paint sundries never before 
carried by the store; a rental de- 
partment devoted to floor sanders, 
caulking guns, step ladders and 
other accessories demanded by the 
consumer for brief periods. The 
company has also expanded its 
builders’ hardware lines. 

Mr. Hoke, who is ably assisted 
by his son, Roy Jr., a veteran of 
World War II, intends to make 
his lines attractive and selective 
enough, particularly in builders’ 
hardware and specialty items, to 
draw customers from outside his 
normal trading area. 

The new 20-car capacity parking 
space in front of the store was 
planned with that in mind. Addi- 
tional parking is available in the 
rear of the property. The store 
itself is just half a block off the 
Main Street and a _ neon-lighted 
sign that extends 12 feet above 
the roof carries the name HOKE, 
a constant reminder to shoppers 
that the latest in building products 
is nearby. 

The name Hoke in the Stillwa- 
ter area is synonymous with com- 
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plete service in light construction. 
This service extends from residen- 
tial to cominercial and light indus- 
trial jobs. The active building side 
of the company’s business is han- 
dled under the name of The Hoke 
Construction company. 

In the residential field, the com- 
pany is developing a housing tract 
of 10 acres. It has six houses un- 
derway now. These are single 
story five-room houses of Cape Cod 
design. Mr. Hoke plans to build 
one Industry - Engineered house 
this spring to train a crew in I-E 
principles. 

Industrially, the company has 
been doing such diversified work 
as a two-story building to house 
the Oklahoma Natural Gas com- 
pany (steel, brick tile and con- 
crete) ; naval armory building and 
a motor storage building for the 
National Guard. The company is 
regularly engaged in various types 
of jobs for Oklahoma A & M col- 
lege. 

The company keeps 20 carpenters 
busy on a day-to-day wage scale 
basis while painting, plumbing and 
other jobs are sublet. Mr. Hoke 
has his own concrete block plant, 
capable of turning out 60 different 
sizes of concrete blocks; tile and 
brick are also carried in inventory. 

The company’s trucking equip- 
ment includes five transit cement 
mixers plus a lime spreading truck, 
two dump trucks, one semi trailer 
and five 14% ton trucks. 

Mr. Hoke is convinced that cir- 
cumstances are eliminating the day 
when big volume can be expected. 
Consequently, he is adapting his 
organization to avoid extreme sea- 
sonal declines by planning a 
merchandising program to draw 
customers on a steady 12-month 
schedule. 

Looking back over the 20-year 





CUSTOMERS are placed at ease in the wallpaper display room, left. 
reduce outside glare, display interior merchandise, and allow application of solar heating principles. 


ie acs 








EVOLUTION of the Roy Hoke Lumber company’s modern store and yard at Stillwater, Okla. 

Original store, above, built in 1929 reflected current retailing trends of that era. Replaced by 

the modern store, below, opened last month, the glass-fronted merchandising center will help 
offset seasonal slumps by attracting new customers on a 12-month basis. 





span that has seen an original $20,- 
000 investment grow into a com- 
pany with a present net worth of 
$250,000, Mr. Hoke is convinced 
that present circumtsances are 
eliminating the day when big vol- 








ume can be expected. Consequent- 
ly, he is adapting his organization 
to avoid extreme seasonal declines 
by planning a merchandising pro- 
gram to draw customers on 4a 
steady 12-month schedule. 
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Slanting glass windows, right, 
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Merchandising and Selling 





In a Buyers Market 


New products, store modernization, selling related items and good employee 
relations are four important parts of a successful merchandising program. 


URING THE PERIOD just 

ahead of us, when all manu- 
facturers, wholesalers and retailers 
will be face to face with a buyers’ 
market, for the first time in seven 
years, more and more pressure will 
be exerted to increase individual 
sales productivity. 

We can expect to see a complete 
change in sales policies, for soon in- 
ventories of finished products will 
be crowding and even overflowing 
the capacities of our distribution 
channels. 

Competitive market conditions 
are certain to bring serious prob- 
lems to all lumber and _ building 
products merchants. A few of the 
yet unsolved perplexities indicate 
the seriousness of the situation. 
They are: market research, new 
inventions, shifting populations, 
changing buying attitudes and hab- 
its, and renewed competition activi- 
ties. To delay further efforts to 
increase efficiency, control expenses 
and seek new products, methods 
and procedures will be costly and 
may result in ultimate failure. 

Because of their inability to cope 
with future economic trends, many 
dealers, when faced with a competi- 
tive market, issue orders to curtail 
not only production but advertising, 
promotional and sales activities and 
expenses. They have been satisfied 
with a do nothing policy during the 
period when demand exceeded sup- 
ply. They actually believe their 
salvation rests in holding a reason- 
able percentage of their present 
volume. 

How wrong they are. Yet, there 
are many indications of drastic 
changes in sales policies in antici- 
pation of a recession or downward 
trend in 1948. There is still time 
to initiate a sound constructive pro- 
gram to combat the effects of a buy- 
ers’ market. 

NEW PRODUCTS, METHODS 

WELL-managed progressive com- 
Panies have long been conscious of 
the need for new products, new 
markets and improved methods of 


*Management Consultant 


Buitpinc Propucts MERCHANDISER 


By LLOYD J. WEIR* 


distribution. They are taking full 
advantage of each new opportunity 
to streamline their activities, in- 
crease productive capacity, elimi- 
nate costly waste of time and money 
and in expanding their sales and 
promotional policies. 

Now is the time to review your 
ideas and plans for the future. Take 
advantage of the present situation 
to improve the future, for the se- 
curity of your own business may 
well depend on your decisions to- 
day. 

It would be well for all retail 
merchants to explore the many ad- 
vantages of the department store 
method of retailing. Actually, a 
department store is made up of 
many individual stores under one 
roof. 

Merchandising means making it 
easy for people to buy. I like to 
think of merchandising as anything 
we do or say that influences or edu- 
sates the buyer to want to buy the 
things we want him to buy. 

Merchandising embodies any- 
thing and everything you do in the 
operation of your business which 
favorably impresses the prospective 
buyers and induces them to pur- 
chase your products or services. 

Location usually plays a vital 
part in the success of our operation. 
More emphasis must be placed on 
location if we are to be building 
material dealers. The selection of 
a particular location can best be 
determined after a study of the 
following: 

1. Parking facilities, a major 
problem in successful retailing. 

2. Shifting of buying habits to 
other locations. 

3. Proximity of competitors and 
quality of competition. 

4. Transportation facilities. 

5. The number of potential cus- 
tomers who pass the location, their 
buying habits and living standards. 

MODERNIZATION PROGRAM 

PERHAPS no greater opportun- 
ity exists for the retail merchant 
to attract more customers, increase 
sales volume and generally improve 





customer relations, than through a 
modernization program. 

Buildings reflect the character 
and stability of a business. Mod- 
ern exteriors of showrooms, offices 
and yards are indicative of man- 
agement. 

Regardless of the reasons why 
the customer comes into your store, 
he must be favorably impressed 
with the overall appearance. Why 
is this so important today? 

The answer is women control the 
purse strings of America. Statis- 
tics show that 70 percent of private 
wealth is feminine controlled. 
Think of that in the light of con- 
sumer purchasing power. 

Think of your store, showroom 
or office in terms of pleasing women 
customers. Consider the following 
in your modernization program: 

1. Good lighting—perhaps no one 
factor will do more to attract cus- 
tomers to your store than good 
lighting. 

2. The three “C’s’—convenience, 
comfort and cleanliness. 

3. Store layout and fixtures. Plan 
your layout to use each available 
foot of floor and wall space to dis- 
play or demonstrate your merchan- 
dise. Caution: never crowd en- 
trances or aisle ways. 

SELLING RELATED ITEMS 

IN STATISTICAL research of 
merchandising in the lumber indus- 
try, I was shocked to learn that so 
few dealers are building materials 
and related merchandise suppliers. 

Is the retail lumber dealer afraid 
to compete with his fellow merch- 
ants? Does he fear architects will 
resent his becoming a general mer- 
chandiser? Does he question the 
advisability of trying to sell con- 
tractors and, at the same time, com- 
pete with them? 

If I want to completely furnish 
my home, I need go but to one 
source—the department store. Why 
then, if I want to build a house or 
make extensive alterations, should 
I not look to one source for my ma- 
terial and supplies? 

To successfully merchandise re- 

(Continued on Page 47) 
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Estimating of 
Package Construction 


Estimating, Sills, Joists 


Sub-floors With 
Unit Prices 


AL&BPM’s Technical Consultant tells how to 
use a three-step system that speeds package 
pricing of carpentry items. 


UR LAST ARTICLE summarized masonry, plas- 
ter and tile package pricing for new and existing 
structures. It described how the dealer can assemble 
simplified unit prices from contractors, placing these 
prices in flexible combinations on 3x5-in. cards that 
can be indexed for ready reference to help the dealer 
rapidly develop an estimated price for packaged con- 
struction. 


Pricing of carpentry items, which constitute one 
of the largest single portions of the lumber and build- 
ing products merchant’s business, will be discussed 
in this article. (Sills, wall plates, girders, first floor 
joists, bridging and sub-floor joists are covered in 
this issue. Exterior frame wall construction, interior 
stud partitions and sheathing will be presented in 
the April 24 issue of AL&BPM). 


To assemble prices for these items into packaged 





units, price requests must be sent to carpenter con- 
tractors together with the dealer’s current prices for 


lumber, boards, nails, joist hangers, etc. These cur- 
rent prices should be adjusted to allow for quantity 
discounts on whole house jobs and “over-counter” 
prices on structural improvements. 

As pointed out in the supervision series article, 
local building codes and minimum F.H.A. require- 
ments in each dealer’s market will determine the sizes 
of lumber, whether plates and girders must be solid 
or built-up, and whether the sub-floor can be laid 
straight or diagonal. 

To assist the dealer and those contractors that the 
dealer asks to submit unit prices, unit price request 
charts No. 1, 2 and 3 include the most frequently 
used sizes for plates, sills, girders, floor and ceiling 


Photo: American Lumber & Treating Company 





exceeds 16 feet. 


1x3 in. bridging on joists sizes up to 2x8 in. 
2x3 in. bridging on all larger joist sizes. 


2”x8” 5.0 4.00 









CARPENTER CONTRACTOR’S UNIT PRICE CHART FOR FLOOR AND CEILING JOISTS SPACED 16” c.c. 


Material quantities include normal allowance for waste, double joist and headers around stairwell and chimney 
openings; double joists under partitions and bridging; based on gross area—unless openings exceed 7 square feet. 


Bridging: one row in the center of each span exceeding 8 feet; two rows to equally divided distance where span 


Floor and Ceiling Joists—per 100 square feet 


Size B.M. Nails Labor Material Labor Total 
Joist Required Ibs. Hours Price Price Price 
2°x4" 84.0 1.0 1.50 | ee - ene $.. 

2”x6” 100.0 1.5 1.80 Sarr ey Reet 
ase" 132.0 1.5 2.10 eee . See $.. 
2”x10” 172.0 2.0 2.50 Bs ceaseitis%s Ee Deckers 
2”x12” 204.0 2.5 2.75 iaeos eas Be cic ccacat Diteconen 
3”x6” 154.0 2.5 2.50 ee __ eee ierecien ses 
3”x8” 202.0 3.0 2.75 Rie hs aie mice - Se ae 
3”x10” 250.0 3.0 3.00 Ee ee ene Dpieccus 
3”x12” 300.0 3.5 3.25 ae - eee Danxacees 

Porch Floor Joists including Girder and Headers—per 100 square feet 
2”x6” 176.0 5.0 3.50 Cee - SE ae 


Y oeee 
ecoeeoo5oe § QGeeeeeveeve +  Gveeeeer® 
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joists, subflooring, sheathing and roof boards—and 
the board feet of lumber, pounds of nails and labor 


hours required. These figures are based on over 


6500 actual field tests and will help the dealer analyze 


ASSEMBLE YOUR PACKAGED PRICE FROM 
THESE UNIT PRICE CARDS 


























prices submitted by his contractor associates. - ous sii CA.1 
. , ates and Sills—per 10 lin. ft. 
NOTE: When price requests are issued by the Size Mat! Neils Leber Total 
dealer to his carpenter contractors, the dealer should ai 
include only those plate, girder, joist and board sizes ae $1.00 $0.01 $ .53 $1.54 
x8 1.33 .02 -70 2.05 
that apply to the local market. The dealer should 4x6” 2.00 03 1.06 309 
decide whether B.M. quantities and labor hours need Built-up 4”’x6” 2.00 .05 1.25 3.30 
be included in the price requests or used only for com- — $90.00 MBM 
parative analysis after contractors have returned Nails 10 Ib 
their unit prices. The latter practice is recommended. Niliattitien 2.00 hr. 
Point out to your contractors that they should in- 
clude their normal overhead, insurance and profit in 
their submitted unit prices. 
Here is how these unit prices can be assembled in 
three easy steps into package price estimates: : CA.2 
; : Girder Supports—Each 
Step No. 1—Prepare separate 3x5-inch price cards Sine Ht. BM 
(see illustrations) for plates and sills, girder supports, . ; 
girders and joists and sub-flooring, indexing these in. ft. req. Mat’l Labor Total 
si . Tvs : ~ sel 6”x6” 770” 21.0 $1.89 $1.34 $3.23 
cards CA.1, CA.2 and CA.3, for the first three items 6”x8” 8’0” 24.0 2.16 1.54 3.70 
mentioned, and CA.10, CA.11 and CA.12, in the case 
of joists and sub-flooring. Joists and sub-flooring are 70" 2.50 1.50 4.00 
combined on a separate card to speed up pricing. 8’0” 3.00 1.70 4.70 
Once the joist and sub-floor price has been estab- 
lished, other variables can be easily added to other 
cards; for example, the different types of hardwood 
flooring, sanding, stain and finish, linoleum, asphalt 
tile, ceramic tile, ete. one wie os CA.3 
irders—per in. ft. 
Assyme the following: The job covers a two-story ‘ , ' 
house Y4x30 feet in size with an 8x16-foot porch and Size Mat’l Labor Total 
a 1/3 p. gable roof. Specifications call for 4x6-inch i 6x8” $3.96 $1.76 $ 5.72 
sills, 6x10-inch flush girders, 7-foot Lally columns, Drop-Built-up a a ae pn 
2x10-inch first floor joists 16 inches c.c. with 1x8-inch Flush built-up 6”x10” 5.94 5.30 11.24 
D&M diagonal sub-flooring, 2x8-inch second floor Flush built-up 6”x12” 6.93 6.00 12.93 
joists 16 inches ¢.c. with 1x8-inch D&M diagonal sub- . 
flooring, 2x6-inch ceiling joists 16 inches c.c. with eal gy ah 
1x8-inch D&M sub-flooring laid straight, and 2x6-inch ro . 1 “ 
porch joists. *Nails incl ee 2.00 hr. 
Material and labor prices are as follows: lumber 
CARPENTER CONTRACTOR’S UNIT PRICE CHART FOR PLATES, SILLS, AND GIRDERS— 
INCLUDING 10% MATERIAL WASTE 
Item Size B.M. Labor Mat’] Labor Total 
Description inches Amount Req. hours price price price 
Wall sills or ig 10 L.F. 11.0 eecniax Mecsas:  iieseo. 
plates inel. 2°33” 10 L.F. 14.7 . ae Beekecal j Shenomes 
Anchor bolts 4”x6” 10 L.F. 22.0 - ae Recs, \ Merirecec 
spaced 6’0” ¢.c. 6”x8” 10 L.F. 44.0 - ee escaiers | Smmeveletenecs 
Girder posts 6”"x6" 7L.F. 21 S arniaae Rieuns, Migs 
Lally columns 4” T Tod". Ae a . Bikkws: 4§ Gmemennnks 
Girders :— 6”x6” 10 L.F. 33.0 0.1 - icciws, (MERkGeu 
Solid wood 6”x8” 10 L.F. 44.0 0.1 eee Bisse Wibisederecs 
“Drop” type 6”x10” 10 L.F. 55.0 0.1 — Riitess: . Mitebaen 
“Built up” 3 6"x6" 10 L.F. 33.0 1.0 - eee Rises:  Beeicees 
and 4 piece 6”x8” 10 L.F. 44.0 1.0 ae Seskccs | Bbesaas 
‘drop” girders 6”x10” 10 L.F. 55.0 1.0 eat, iskene thaws 
Solid wood 6”x6” 10 L.F. 44.0 0.5 ecsivrwcant Boiaees  Pxeeseis 
Flush girders 6”x8” 10 L.F. 55.0 0.5 Die aiacsceis Pesiinisic . Maeeiine 
with 2”x3” 6”x10” 10 L.F. 66.0 0.5 eee amici . | Mecmueis 
Ledger strips 8”x10” 10 L.F. 84.0 0.5 Dieses Siteees)  GenSeus 
3uilt up 3 6”x6” 10 L.F. 44.0 1.5 Dake. eaves.  ‘eeeus 
and 4 piece 6”x8” 10 L.F. 55.0 1.5 ae Eewonss Diyweics 
Flush girders 6”x10” 10 L.F. 66.0 1.5 : oe Beckie | meric 
with 2”x3” 6”x12” 10 L.F. 77.0 1.5 ee iences Mibmitas 
Ledger strips 8”x10” 10 L.F 84.0 1.5 De sisiine Dieses  “eabacs 
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$90 per thousand, boards $80 per thousand, nails 10 
cents a pound and mechanic labor $2 per hour. 


Step No. 2—Take off the plan areas and enter them 
on an estimate sheet like the one that accompanies 
this article. 

Step No. 3 
file. Enter 
Extend the 





Select the price cards from the card 
the unit prices on the estimate sheet. 
items and add them to determine the 
total price. Return the cards to their file in proper 
order. How to assemble joists, sub-flooring and finish 
flooring into one price will be discussed in a future 
article.) 
EXISTING STRUCTURES 

UNDER normal circumtsances, very few of the 
unit prices described above can be adopted to esti- 
mating work on existing structures; ‘the exceptions 
will occur when extensive additions are planned. 

Extra labor will result because of the necessity of 
fitting to the old structure, and a contingent extra 
expense allowance will be necessary. The contractor 








Joists with 
per 100 sq. ft. 


1”x8” D&M—Diagonal 





Size Mat’! Nails Tot. Mat’] Labor Total 
2x4" $16.86 $0.40 $17.26 $7.00 $24.26 
2"x6” 18.30 .45 18.75 7.60 26.35 
2°38” 21.18 45 21.63 8.20 29.83 
2”°x1i0" 24.78 .50 25.28 9.00 34.28 
rp 4 27.66 -b5 28.21 9.50 37.71 

Basis—Lumber $90.00 MBM 
Boards 80.00 MBM 
Nails 10 Ib. 
Mechanic 2.00 hr. 
CA.10 
Joists with 1”x8” D& M—laid straight 
per 100 sq. ft. 

Size Mat’l Nails Tot. Mat’l Labor Total 
o”s4" $16.86 $0.40 $17.26 $7.00 $24.26 
226 18.30 45 18.75 7.60 26.35 
o°58" 21.18 45 21.63 8.20 29.83 
2”x10” 24.78 50 25.28 9.00 34.28 
2° xia’ 27.66 D5 28.21 9.50 37.71 

















CA.12 
should inspect the work and determine the amount Porch floor framing—joists only 
to be added. per 100 sq. ft. 
, ? Ty Siz Mat'l Nails Total Lal Tote 
Our next article will be devoted to the edevelop- Solid ona” $15.85 $0.50 $16. 35 $7.00 . 
ment of package prices for exterior frame wall con- Joists 2”x8” 21.25 50 21.75 8.00 29.75 
struction (including balloon and platform-type fram- ee We ns sc cuaunodexcesaad he 
ing), interior stud partitions in various heights, hori- Facia ........ ese ceeeseeeeceeeeee is iia 
zontal and diagonal wood sheathing, and preformed Cove ...... Na laa alot lad gag eS giuaiat 
5 , : oo, er une” eee 
wood sheathing replacements. 
ESTIMATE SHEET 
' Unit Prices Extension 
Card Description Size Amount Mat’l Labor Total Mat’l Labor Potal 
CA.1 if) S| ees 4”x6” 108 L as $ 2.03 $ 1.06 $ 3.09 $ 21.93 $ 11.45 $ 33.3 
CA.2 Lally columns ...... 4”x7’0” 3 pes. 2.50 1.50 4.00 7.50 4.50 12.00 
CA.3 Girder-Flush ....... 6”x10” 30 L.F. 5.94 5.30 11.24 17.82 15.90 33.72 
Ist floor 
CA.11 Joists-and-diag. . 2”x10” 
CA.11 Sub-floor-D&M.. ae *700 S.F. 25.28 9.00 34.28 176.96 63.00 239.96 
2nd floor 
CA.11 ae ia ps 
CA.11 Sub-floor D&M.. 1”x8” *700 S.F. 21.63 8.20 29.83 151.41 57.40 208.81 
2nd floor * 
CA.10 Ceiling Joists 
sub-floor D&M 2°26" 
CA.10 Laid straight ... i xe 700 S.F. 18.75 7.60 26.35 131.25 53.20 184.45 
CA.12 Porch framing .. 2 x0" 128 S.F. 16.35 7.00 23.35 20.93 8.96 29.89 
RG i. Sadar ne Sia el ha ere Sra, Garena wr neulSein eller GRAN Cle wigs Seri $214.41 $742.21 
*Note:—Floor area less openings over 7 sq. ft. equals 700 sq. ft. 
Carpenter Contractor’s Unit Price Request 
for Straight and Diagonal Sub-flooring, Sheating, and Roof-Boards—per 100 sq. ft. 
(deduct openings over 7 sq. ft.) 
Boards Size B.M. Nails Labor Material Labor Total 
Laid Straight inches *Req. Ibs. hours price price price 
1”x4” 116.0 5.0 3.4 Seas eee Bicssiex a 
Square 1°x6" 112.0 4.0 22 CC A ee Serer 
Edge 1 tee 112.0 3.0 2: eee ae - re 
; 1°xi0” 111.0 3.0 1.9 ee . ree : Saaee 
D&M 1°26" 120.0 4.0 2.3 Micke crentaics - eee Mi ccaerecs eats 
1”x8” 116.0 3.0 2.0 eS rae nies . Seeapeeees oye aigeorarers 
Shiplap "5S" 118.0 3.0 1.75 rr - Seed ae Ritaheievssunie 
E’xi0” 115.0 3.0 1.60 . eee ee ae gece 
Shingle lath ee . eee ee akin als 08 
laid 5” c.c. 11%4”x0” 67.0 3.0 2.0 onc atte eey . Me dere, $008 
Laid Diagonal 1x6” 117.0 3.0 2.4 ee - ae ites 
Square edge hig Sg 117.0 25 2.0 eee _ ee ee ey 
E*xt0" 116.0 3.0 2.0 arocie eins __ Moen ere 
D&M 1”x6” 125.0 3.5 2.5 Pa Pe nec ait ateiess 
1”x8” 121.0 3.0 2.0 . are eee er 
Shiplap se" 123.0 2.5 2.0 tcc . | AGRON eae Siescieces 
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More I-E Model Kits 
Are Now Available 


HUNDREDS of dealers in all 
sections of the country have or- 
dered the model Industry-Engi- 
neered house kit made available 
less than a month ago by 
AL&BPM as a service to lumber 
and building products merchants 
and to encourage the nation- 
wide building of I-E homes. 


This enthusiastic response was 
greater than anticipated and 
exhausted the first stock. How- 
ever, aS a great many dealers 
have already indicated that they 
want more kits, AL&BPM has 
assembled an even larger stock 
and today is in a position to 
make immediate shipment. 


Each kit contains a complete 
material bill in miniature to 
build an authentic 18x30-in. 
model of the one-story 47-1 In- 
dustry-Engineered house scaled 
34 in. to the foot. Ponderosa pine 
is used for siding and structural 
members. Lumber is not cut to 
length and every cut made by a 
carpenter on a full-scale house 
is made by the model house 
builder. 


Assembly of the model quickly 
visualizes to all employees, 
salesmen, carpenters, contrac- 
tors and prospective home build- 
ers the basic principle of the 
iIndustry-Engineered housing 
program—the cost-cutting fea- 
tures of the modular system of 
house construction. Assembly 
can actually constitute a com- 
prehensive course in light con- 
struction for lumber yard 
trainees. 


Many dealers indicate that 
they are making kits available 
to local manual training courses 
at schools and generating in- 
terest im house construction 
emong tomorrow’s craftsmen by 
offering a prize for the best- 
built model. 


Kits are available for $12.50 
each, postpaid. Send orders with 
remittance to American Lum- 
berman & Building Products 
Merchandiser, 139 N. Clark St., 
Chicago 2, III. 
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FIRST SURVEY RETURNS REFLECT 
TODAY’S MATERIAL SUPPY SITUATION 


Gypsum products, nails, millwork, upper lumber grades, ply- 
wood are generally in short supply, nation-wide reports show. 


PRELIMINARY report on a survey recently made by Norman P. 
Mason, president of the National Retail Lumber Dealers association, af- 
fords an interesting picture of the over-all building products supply 


situation. 


As returns have been received from every section of the 


country, this preliminary report reflects the general nation-wide situation. 


The supply picture does not ap- 
pear to have improved very much 
in the last six months, although the 
distribution situation is less uni- 
form than it was. Some items 
which are still in short supply in 
certain regions apparently are be- 
ginning to flow into other regions 
in better supply, and into still oth- 
ers in amounts ample to meet de- 
mand. 

According to the survey, these 
items are generally in short sup- 
ply, in order of listing: gypsum 
products, nails, millwork, upper 
grades of lumber, plywood, pine up- 
pers, doors (mostly exterior), 
mouldings, insulating board, fir up- 
pers, oak flooring and steel roofing. 

Also short are cypress, yellow 
pine flooring, siding, hardboard, 
steel pipe, asphalt felt, steel posts 
and asbestos roofing. 


HAMPERS HOME BUILDING 


GENERALLY, then, the supply 
situation is still hampering home 
building, and increased production 
of building materials is the only 
answer. 

Meanwhile, most dealers report 
that the outlook is good for hous- 
ing and farm building in the spring. 
Industrial and commercial building 
seems likely to lag during those 
months. There is evidence of 
buyer resistance in some regions, 
while other regions report none at 
all. 





Survey returns indicate that the 
problem of acquiring adequate 
financing is becoming more and 
more important. Veterans attempt- 
ing to obtain 100 percent G. I. 
loans are experiencing more diffi- 
culty than heretofore, mainly be- 
cause banks are hesitant to tie up 
more of their money in long term 
4 percent loans. Veterans are also 
experiencing difficulty with ap- 
praisals. Some regions report that 
difficulty of this type is increasing. 

Nation-wide survey reports show 
that accounts receivable and dollar 
inventories are both up somewhat. 
Collections in general are slower. 
Cash sales vary, being lower in 
some regions than a year ago and 
more in others. Some regions re- 
port that cash sales are the same 
as a year ago. 

While reports are still coming in 
on this survey, it is not contem- 
plated that the final tabulation will 
reflect any great change over the 
preliminary one since all sections 
of the country are represented in 
this early report. 


Directors to Meet May 10 
Board Meeting 

THE spring meeting of the board 
of directors of the National Retail 
Lumber Dealers association will be 
held at the Hotel Shoreham, Wash- 
ington, D. C., the week of May 10. 
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Northup Analyzes Effect on Housing 
of Product Production and Distribution 


By H. R. NORTHUP 


IF PRODUCTION and distribu- 
tion of building materials could be 
viewed only from the standpoint 
of cold statistics, this country 
would be in the greatest position 
for home construction in its his- 
tory. A combined index covering 
all building materials shows that 
in 1947 we were at the highest peak 
of production. 

Production of all basic building 
materials has increased since 1945, 
but the amount of this increase is 
not always a key to the relative 
scarcity of the product. For ex- 
ample, since 1945, cast iron radia- 
tion has increased 216.7 percent 
and may still be one of our scarce 
products, whereas cement has in- 
creased only 81.6 percent and is 
presently in adequate production 
for the construction contemplated 
for 1948. With few exceptions, 
preliminary studies being made by 
the Construction Industry Informa- 
tion Committee show that the pro- 
duction of all basic building mate- 
rials will be up even higher in 1948. 


SHOULD AVOID NHA 1946 ERROR 

ON THE basis of 870,000 homes 
for 1948, there is no foreseeable 
shortage of materials. It is en- 
tirely possible that the BLS figure 
of 950,000 houses, or even 1,000,000 
homes, can be built in 1948 without 
shortages except perhaps in mill- 
work and radiation. This presents 
a wholesome picture, for it is un- 
likely that the labor supply will 
enable us to build more than a mil- 
lion homes in 1948. The figures 
given above are realistic figures 
and it should be emphasized that if 
we should embark upon any cam- 
paign to start, let us say, 1,200,000 
homes, instead of a million homes, 
we shall merely end up with less 
finished homes than we otherwise 
could have. We should avoid re- 
peating the NHA 1946 error of 
spreading our materials too thin. 

The possibility of building a 
million homes this year, of course, 
hinges directly upon a number of 
factors. Major strikes in any of 
the industries engaged in produc- 
tion of building materials could 
seriously cut construction of homes. 

The export of logs or lumber or 
any materials which are scarce 
would likewise hamper the con- 
struction of homes in this country. 
This includes contemplated export 
of Jumber under the Marshall Plan. 
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The estimate of approximately 
1,000,000 homes in 1948 is predi- 
cated- upon increased production. 
One way to increase production 
without increasing the price of 
materials would be the elimination 
of the time-and-a-half overtime 
provisions which were written into 
the Wage-Hour Law as a means of 
spreading the amount of work to 
be done during the 30’s when over- 
production was deemed to be our 
chief problem. 

Distribution appears to be in a 
better position today to service on- 
site construction in 1948 than at 
any time since the war. It is just 
recovering from the maladjust- 
ments affected by controls, alloca- 
tions, and restrictions imposed by 
the national government on post- 
war building. 

CONTROLS DISTORT DISTRIBUTION 

ALLOCATIONS of plywood to 
prefabricated homes manufacturers 
by the NHA during 1946 allowed 


stockpiling of this material by the 
manufacturers while hundreds of 
thousands of homes remained mere 
skeletons at the end of that year. 
Price control distorted the distribu- 
tion of gypsum board to such an ex- 
tent that the northwest, northesst 
and south-central sections were in 
a constant state of short supply 
during that period. At one time 
80 percent of the lumber from the 
Southern Pine region was appar- 
ently going through black market 
or gray market channels, while re- 
manufacturing practices with re- 
spect to Western lumber were in- 
creasing its cost and forcing it out 
of normal distribution channels. 

Without strikes, without an un- 
due increase in the export of build- 
ing materials, and without govern- 
ment interference typified by con- 
trols and allocations, 1948 can be 
a most healthy construction year 
and produce the largest number of 
homes ever completed. It must be 
remembered that during the last 
6 months of 1947 when the indus- 
try was free of controls, it pro- 
duced homes at a rate of almost a 
million homes a year. 





Dealer Can Answer Public Housers 
With Five New Folders Now Available 


IN ANSWER to numerous re- 
quests from individual dealers for 
information which they can use lo- 
cally to educate the people of their 
community on the facts about hous- 
ing, the National Retail Lumber 
Dealers association is making avail- 
able to dealers five folders that can 
be used as envelope stuffers or as 
newspaper advertisements. 

As social planners and public 
housers have renewed their attack 
on the building industry in this 
election year, the folders have been 
prepared to answer the five main 
arguments being used by these 
groups. Subjects of the five folders 
are: 

1. Private or Public Housing? 
This folder explains to the layman 
why public housing actually is more 
expensive than privately  con- 
structed housing and does not in 
reality add any more homes to the 
existing supply. 

2. Are Housing Costs Out of 
Line? A comparison of the cost of 
a home with the rise in other com- 
modity costs definitely proves hous- 
ing is the laggard in the rising 
costs picture. 

38. The Housing Record. To an- 
swer the question of whether we 


should have a free industry or a 
controlled industry, a comparison 
of the construction rate during the 
war years of government regi- 
mentation and the rate since con- 
trols were lifted is given in this 
folder. 

4. How to Bring Prices Down. 
There are some things that every 
citizen can do to help bring down 
prices, not only of homes but of all 
consumer commodities. These are 
discussed in this folder. 

5. Why the Middleman is in (i 
Middle. For the benefit of your ciis- 
tomers, this folder explains how 
and why you function in your p:r- 
ticular capacity in the building in- 
dustry—and why the job that you 
do is a necessary one. 

Here is a whole campaig¢n 
planned and ready to be execuied 
by local dealers. The folders are 
now available to dealers in suili- 
cient quantities to supply their 
needs at a nominal cost. NRLA 
will carry on a supporting ci m7- 
paign in newspapers and other me- 
dia reaching the general pubic. 
With these folders, the dealer can 
present his side of the housing 
story to his customers in a l:n- 
guage the layman can understand. 
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Couentug the Conventions 


Intermountain... 


S. C. Robinson elected president. Annual 
convention marked by record attendance. 


S C. ROBINSON of the Rio 
* Grande Lumber company, Salt 
Lake City was elected to head the 
Intermountain Lumber Dealers as- 
sociation at the conclusion of the 
group’s fifth annual convention held 
March 4-6 at Salt Lake City. He 
succeeds W. W. Weigle of the 
North Side Lumber and Mercantile 
company, Jerome, Idaho. 

Other officers named include E. 


D. McCaslin, Burley, Idaho, vice- 
president; M. L. Horsely, Soda 
Springs, Idaho, vice-president; 
Melbourne Romney Sr., Salt Lake 
City, treasurer; and C. W. Nortz, 
Salt Lake City, secretary. H. B. 
Wheelwright of Ogden, Utah, and 
A. E. Anderson Jr., of Salt Lake 
City were elected directors for 
three-year terms. 


The three-day meeting was 


marked by the largest registration 
in history. A total of 427 men and 
344 ladies were in attendance. Dis- 
plays were exhibited by 33 manu- 
facturers and distributors. High- 
lighting the convention was the 
Hoo-Hoo concatenation; 50 kittens 
were initiated and 15 old members 
reinstated. 

The well balanced convention 
program featured addresses by 
leading political figures of the area 
as well as national merchandising 
authorities. Among speakers were 
Governor C. A. Robins of Idaho; 
Earl J. Glade, mayor of Salt Lake 
City; Carl C. Crow, editor, Crow’s 
Lumber Digest; H. M. Ward, man- 
ager, agricultural division, Mason- 
ite corporation; Fred Pike, vice 
president, Walker Bank and Trust 
company; Gates Ferguson, advertis- 
ing manager, Celotex corporation. 





North Dakota... 


Resolution directed at tax-free co-operatives 
adopted; John Roethlisberger is new president. 


OHN ROETHLISBERGER, 

Bismarck, was elected presi- 

dent of the North Dakota Lumber- 

men’s association at the convention 
held in Fargo. 

Other officers elected were: J. P. 
Smith, Valley City, vice president; 
John Alsop, Fargo, was re-elected 
treasurer and Maynard A. Finch 
Was re-elected secretary. 

Resolutions adopted by the con- 


vention urged Congress to reduce 
corporation taxes, eliminate war- 
time excise taxes, discontinue tax 
exemptions now allowed co-opera- 
tives, reduce federal expenditures 
and leave housing to private indus- 
try. 

Paul F. Schuenermann, assistant 
general manager, Peavey Elevators, 
Minneapolis, talked on the co-op 
taxation problem. He declared that 


evidence presented recently to the 
Ways and Means committee shows 
conclusively that co-op tax exemp- 
tions are unfair to private business 
and cost the country one billion dol- 
lars a year in revenue. 

“We don’t want to put co-ops out 
of business,” he said, “but we do 
want them to follow the same rules 
as the rest of us.” 

Other speakers included Don 
Ross, merchandising manager, Suc- 
cessful Farming, who told the con- 
vention that although farmers have 
brought their machinery up to 1937 
standards, farm dwellings are still 
antiquated, offering the alert build- 
ing merchants an excellent sales op- 
portunity. 





Nebraska... 


Dealers warned to prepare for strong competition 
ahead; O. N. Flaten, Gering, elected new president. 


Q N. FLATEN, Gering, was 
~* elected president of the Ne- 
braska Lumber Merchants associa- 
tion at the 57th annual convention 
held at the City auditorium in 
Omaha, Feb. 23-24. 

Other officers elected were: Carl 
‘inson, Shubert, vice president; 
Phil Runion was re-elected secre- 


J 


Vealer attendance was larger 
(han last year, approximately 
1200 persons registering for the 
two-day session. Exhibitors dis- 
pleyed more and better lines of 
merchandise. Thirty-five firms were 
unable to exhibit because of the 
limited space. 

‘n his president’s address, Ar- 
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thur Melville, Broken Bow, out- 
lined the activities of the state and 
national associations. He warned 
the dealers that the time to sell has 
arrived if sales volume is to be 
maintained. 

“We are going to have competi- 
tors,’ declared Mr. Melville. “We 
had better clean house and prepare 
for company—company that will 
include clean competition, buyers 
looking for the place’ where they 
can secure the most for their dol- 
lar.” 

RUNION REPORTS 

IN HIS report, Secretary Phil 
Runion said $30,000 had been col- 
lected by dealers through the use 
of the collection service. Another 


report to members was made by 
Walt Keitges, secretary, Midwest 
Mortgage Service company. He 
said losses were heavy during the 
year and added that caution is more 
necessary than ever in preventing 
losses. 

C. Arthur Bruce, executive vice 
president, E. L. Bruce company, 
said lumber is being produced near- 
ly as fast as it is being consumed 
under a program of tree farms, for- 
est management and scientific crop- 
ping of trees. 

Other speakers included R. A. 
Tobias, Hudson Manufacturig com- 
pany, Chicago; Paul Hess, Kansas 
City, regional director of the coal 
heating division of the National 
Coal association, who explained a 
program to further the use of coal; 
William C. Gordon Jr., Curtis Pub- 
lishing company, used data collected 
in his company’s surveys to show 
what the average family wants in 
a home. 








45 









































‘a —— | 
| St 
»4 BED RM BED RM 
4 10-0 x 12-0 4-6 X 12-0 
Z FIREPLACE 
| 
_ wee | LIVING RM O 
GARAGE | 
} . 70x40 
Hh ‘DINING 
| = 2 
j-—_—_—_- ZO 6° a 44-0 


ew House Plans 


HOUSE PLAN NO. 878 
896 Floor Feet 
20,600 Cubic Feet 
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HOUSE PLAN NO. 880 
House: 
972 Floor Feet 
17,722 Cubic Feet 


Garage: 
420 Floor Feet 
5040 Cubic Feet 








Complete working blueprints, 
specifications and material  esti- 
mator of any house design pub- 
lished in this magazine are now 
available at three sets of the same 
plan for $10 or four sets of the 
same plan for $12 and must be or- 
dered at the same time. All the 
blueprints are in a convenient 12x18 
inch size and meet all FHA require- 
ments. Please order plans by num- 
ber, enclosing payment and address 
to American Lumberman & Build- 
ing Products Merchandiser, 139 
North Clark street, Chicago 2, Ill. 
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Merchandising and Selling 

In a Buyers’ Market 
(Continued from Page 39) 

lated items, it is essential to de- 

partmentize your activities. De- 

partmentizing enables manage- 

ment: 

1. To establish a guide to proper 
and adequate mark-up. 

2. To purchase more intelligent- 
ly and economically. 

3. To weed out unprofitable, slow 
moving items. 

4. To train specialists for the 
sale of various items. 

5. To keep a more accurate rec- 
ord of inventory. 

6. To quickly compare profits and 
volume. 

7. To group impulse items to- 
gether. 

PLANNING THE FUTURE 

WE ARE all familiar with the 
value and importance of advertis- 
ing, sales promotion and publicity 
as it relates to our selling efforts. 
Totaled, they can be defined as 
those factors which support our 
selling activities, influence and edu- 
cate the buyer to be more receptive 
and generally make selling easier. 

It has been almost as difficult to 
cause a business to fail during this 
lush seven year period, as it was to 
make it succeed during the depres- 
sion years. Too many businessmen 
are taking a bow or patting them- 
selves on the back, when they re- 
view last years’ sales record. 

It is refreshing to find an ex- 
ecutive who is conscious of the 
need for keeping abreast of the 
times, and who is planning in ad- 
vance of the time when his business 
will depend upon the wisdom and 
aggressiveness of his sales and 
merchandising practices and _ poli- 
cies. The man who refuses to look 
ahead today is the man who, tomor- 
row, will have a defeatist attitude. 

ATTITUDE OF EMPLOYEES 

YOU can stock the finest line of 
merchandise in the country, you 
can advertise and publicize your 
products and business, you can 
have the best location in town, but 
if your employees are indifferent, 


inattentive, listless and_ slovenly, 
your business cannot long survive. 
A happy, friendly, cooperative 


group of employees is the biggest 
asset any business can have. Every 
contact one of your employees has 
With the public, whether it be in 
person, by phone or letter, will have 
a bearing on the success and 
£rowth of your business. 

'here are only four basic steps 
to assuring a cooperative organ- 
ization. These are: 

1. Pay your employees well, in re- 
lation to the manner with which 
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they discharge the duties and re- 
sponsibilities of their position. 

2. Develop a careful selection pro- 
gram for hiring new employees or 
replacing those who have resigned 
or been discharged. 

3. Train and retrain your per- 
sonnel. 

4. Provide intelligent and under- 
standing supervision. 

It is far better to spend three 
days in evaluating and investigat- 
ing the applicants’ qualifications, 
than to choose the wrong one. It 
is better to employ no one in a 
responsible capacity than to employ 
a poor one. 

A practical approach after you 
have defined your objective, is to: 
1. Define the duties of the job. 

2. Determine what makes your 
present organization tick. 

3. Develop a weighted interview 
guide. 

4. Use a patterned interview pro- 
cedure. 

5. Design a prediction chart. 

6. Test the applicant. 

Our biggest job right now is a 
selling job. Soon competition will 
force us to start scratching for 
business. The key to the whole 
problem is in the sales organiza- 
tion. 

BUILDING A SALES FORCE 


UNDOUBTEDLY, you are now 
in the process of building or ex- 
panding your sales force. Today, 
this assignment is perhaps the most 
perplexing and difficult of all prob- 
lems which you will encounter in 
your business activities. 

The task which we face, is more 
complicated in that we are dealing 
with the so called intangibles of 
the individual. In our evaluation 
of the applicant, we must attempt 
to identify, classify and properly 
interpret those elusive qualities be- 
fore we can predict the success or 
failure of the individual. 

But what has selection to do with 
selling in a buyers’ market? Obvi- 
ously an improved method of select- 
ing manpower will reflect in the 
quality of salesmen you employ and, 
it’s going to take better salesman- 
ship to merchandise the. tremend- 
ous output of our expanded pro- 
duction facilities. 

Building a sale can be compared 
to building a house. In both in- 
stances, it is impossible to do a 
quality job unless we have and use 
the necessary tools and skills. As 
lumber merchandisers, you know 
what tools are necessary to con- 
struct a home, but are you up to 
date on modern selling techniques? 

Today, more emphasis is placed 
on serving rather than selling, on 








building customers rather than 
selling orders, and on selling more 
by less selling. 

Selling is the art of persuading 
people to think as you think, to 
accept your recommendations and 
to act according to your wishes and 
their advantage. 

SALES TRAINING PROGRAMS 

ADEQUATE sales training is a 
must if you are to improve your 
position in the buyers’ market. 
Comprehensive sales training pro- 
grams are the greatest single need 
of business today. Training is not 
a one-shot, pep ’em up process, 
rather it is a continuous program. 

Sales training can be segregated 
into two separate and distinct steps. 
(1) product education, (2) tech- 
niques and procedures. 

Let me define product education 
as the acquisition of information 
pertaining to the company, its poli- 
cies and its products; and tech- 
nique training as instruction in the 


‘best and most effective principles of 


using the knowledge thus acquired. 

The specialty of creative sales- 
man must be trained thoroughly in 
modern principles and_ applica- 
tions, including: 

1. Planning the sale. 

2. Creating favorable attention. 

3. How to overcome obstacles. 

4. Closing the sale. 

5. Selling from the prospect’s 
viewpoint. 

6. Public speaking. 

7. Survey selling. 

Sales training in its broadest 
sense is sales management. If you 
are to increase your sales volume, 
eliminte costly waste of time and 
effort, and increase customer good- 
will, then your most important ob- 
jective must be to train your sales 
organization to work as efficiently 
and effectively as possible. 

Regardless of the success of your 
selection and training program, you 
will fail to reach your ultimate ob- 
jective, unless you provide the best 
in supervision. 

Good leadership is a study in it- 
self. You do not automatically be- 
come a leader just because you hap- 
pen to be a supervisor. Perhaps 
the most important traits possessed 
by the leader are his ability to un- 
derstand the reactions of others, 
and his skill in applying his knowl- 
edge to improve good employee-em- 
ployer relationships. 

Good leadership is the basic re- 
quirement of good supervision. 
Component parts of supervising 
are: directing, planning, counsel- 
ing, motivating, inspiring and stim- 
ulating. Personnel development is 
the human relationship aspect in 
supervision. 
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Portrait of Progress 

(Continued from Page 34) 
ing service, supplied valuable assist- 
ance in setting-up the standards. 
All applicants were given the fol- 
lowing tests by the Iowa State 
Employment service: (1) Keuter, 
(2) Minnesota paper form, (3) Co- 
ordination of hand and eye, (4) In- 
terest test. Applicants receiving a 
passing grade were then further 
screened by the Brickmasonry Joint 
Apprenticeship committee who 
made the final selection. The Mason 
City Brick & Tile company sup- 
plied brick and tile materials to 
the school.” 

For a report on activities in the 
Texas area the following from 
Harry Brickey, SCPI representa- 
tive, is of interest: “A well or- 
ganized apprenticeship program for 
bricklayers is training approxi- 
mately 100 apprentices in the 
Houston area. This program oper- 
ates under the supervision of a 
Joint Apprenticeship committee 
composed of four members from 
management and four from labor. 
The Apprentice-Training service of 
the United States Department of 
Labor assisted in the formulation 
of the program and acts as con- 
sultant in its maintenance. We 
have had two pre-job programs of 
training lasting six weeks each. 
Tom Williams is the instructor and 
most of the course is on practical 
bricklaying. The apprentice can- 
didate learns how to handle the 
tools, building units, and materials. 
This gives the apprentice a meas- 
ure of confidence and experience 
making it possible for the journey- 
man on the job to more quickly 
teach the apprentice to become 
more productive. Contractors have 
given high praise to this aspect of 
the program.” 

I have only covered a few states 
and spot reports because it would 
be impossible to outline the SCPI 
mason training promotion effort 
which now covers the 48 states and 
over 400 major towns and cities. 
However, I believe that this story 
would be incomplete without at 
least one report from a Joint Ap- 
prenticeship committeeman. It 
must be emphasized that all the 
JAC members are serving their 
communities on a voluntary basis 
and deserve credit and praise for 
the effort they are giving to build 
craftsmen and a better America. 

Choosing at random a report 
typical of the local activities of 
committees, the following is from 
Tulsa, Okla., and N. W. Evans, sec- 
retary, Tulsa Bricklayers Joint 
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Apprenticeship committee, “On 
Saturday, November 8, 1947, the 
Bricklayers Joint Apprenticeship 
committee called a special meeting 
in the local Apprentice-Training 
Service office to discuss the advis- 
ability of establishing what has 
become known as an Accelerated 
Training Program for Bricklayer 
Apprentices .. . Asa result of the 
meeting the Joint Apprenticeship 
committee agreed to participate in 
the Accelerated Training program. 
Twelve additional apprentices were 
selected by the committee and 
placed under the instruction of E. 
C. Jinings. This program was 
completed on January 16 and the 
12 apprentices were immediately 
employed. The Tulsa Daily World 
publicized the story locally in the 
Thursday edition, January 22.” 

The Structural Clay Products in- 
stitute concurs in the AL&BPM 
statement— “Introduction of 
younger men into the _ building 
trades mechanics field is helping to 
increase the productivity of labor.” 
America’s building products mer- 
chants, who are practical business- 
men, know that increased produc- 
tivity means greater volume of con- 
struction for 1948 at decreased 
costs. In fact, NRLDA’s Secre- 
tary Manager, H. R. Northrup, 
stated in his list of 1948 objectives, 
“We urge a larger reservoir of 
building labor.” 

But, will we attain this goal 
without teamwork among all fac- 
tors of the building industry? The 
answer is obvious unless the na- 
tion’s 25,000 dealers supply the co- 
ordination spark that will promote 
apprenticeship in the construction 
industry. 

Paul B. Belden, chairman, Belden 
Brick company, Canton, Ohio, made 
the problem crystal clear at the 
SCPI 1947 Convention when he 
said, “This is no easy job we have 
committed ourselves to do. Selfish- 
ness and indifference thwart and 
impede our efforts. Our program 
must be explained carefully and in 
great detail to masons, contractors, 
and school officials—time consuming 
and exhausting. But we are mak- 
ing progress—we are laying the 
foundation on which should be 
erected a structure from which 
will come a continuing supply of 
well-trained masons that will make 
available to the American people 
brick and tile when and where they 
want to build and without which 
our Industry would perish.” 

These words apply to every craft 
in the building industry using ma- 
terials that cross the counters of 
the nation’s Dealers. 
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Supervision of Package 
Construction 

(Continued from Page 36) 
to save time by using the square 
ends of boards and butting them 
over joists. This practice should 
be curbed because the bearing or 
support area on a joist is only frac- 
tional. Floor rigidity depends on 
the shiplap or tongue and groove 
boards. 

It is important to use sufficient 
nails. Failure to do so will result 
in squeaking and creaking floors, 
A safe rule to follow is: with six 
use two nails for 
each bearing; with eight inch and 
10 inch flooring, use three nails for 
each bearing. 

In porch framing, the customary 
framing and nailing supports are 
designed to receive flooring placed 
at right angles to the house wall. 
A pitch of '%& inch per foot will 
provide sufficient fall. Temporary 
sub-flooring can be tacked down 
during construction. 

In ever increasing volume, metal 
joist hangers, often called stirrups 
or saddles, are being used on flush 
girder construction instead of led- 
ger strips and also on stairwell 
and chimney headers and on tail 
beams. Their use is recommended 
because the slight added cost is 
more than offset by the secure, safe 
support which their use insures at 
critical points where one _ joist 
abutts on another. The full depth 
of the joist is firmly cradled from 
its lower edge in the hanger, pro- 
viding greater strength than the 
customary notching support on led- 
ger strips. 

EXISTING STRUCTURES 

IN JOINING new joist framing 
to existing floors, exercise care to 
keep adjoining floor levels in align- 
ment. Existing floors, which be- 
cause of settlement are not level, 
can easily be restored to their ori- 
ginal level by the use of screw 
jack columns. 

Often the original joists are 
oversize when compared with pres- 
ent standards; for example an «ld 
10 inch joist may measure !0 
inches or even 10! inches in 
depth. Today’s standards will only 
measure 9° or 9°4 inches. 

The break can be hidden best «if 
the ceiling level by constructing a 
false girder effect in order to breik 
the ceiling line. If this is not satis- 
factory, the nailing of 1x4 inch 
boards to the sides of the new 
joists will solve the problem. 

In the next article in this series 
we will discuss carpentry supervi- 
sion points for exterior and inte- 
rior frame walls. 
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Meaning 
More Profits! 


with kitchen cabinet hardware 








@ Four fine display boards. Four complete 
sets of matched cabinet hardware. Four distinc- 
tive designs. Four different ways of making more 
money by selling more kitchen cabinet hardware 
at more profit. Ask your jobber or write us. You'll 
be interested in learning about these profitable 
NATIONAL LOCK “deals” available promptly. 


NATIONAL LOCK COMPANY 
Reckford e Iilinols 


merchant sales division 
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AMERICA’S 


No.1 SOURCE 


for sash & door makers! 
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PERMA 


PERMA GLAZE WALL 
cece GLAZING 
. COMPOUND 


. provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
it’s ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


). D. 
PRIMELESS a 


PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
glaziers the country over! 





For more Information or Special Requirements write Today! 
















Force of Habit! 

T MAY BE OLD (someone 

mailed it to the Clinic) but it 
seems to have a point, now that the 
sellers’ market is losing a bit of its 
edge and buyers are beginning to 
take over: 

“A retailer, annoyed because he 
had to wait several months for an 
order, wired the manufacturer: 
‘Cancel order immediately.’ 

“Back came the response: ‘Re- 
gret cannot cancel immediately. 
You must take your turn.’” 

*% * 


MISSING LINK: Too bad it isn’t 
always as easy to make the sales 
talk in the lumber yard as interest- 
ing, and as colorful, as it is in the 
advertisements in magazines. 


Right About Face 

Hy Ouse BEAUTIFUL magazine, 

cnce outspokenly opposed to 
the use of stock house plans, now 
features one in each issue. Op- 
position to the use of a good plan 
simply because someone has built 
the house somewhere else never 
quite made sense. The theory that 
each and every modest home must 
be designed especially for the 
owner imposes an expense that few 
can afford ... even if architects 
could be induced to bother with 
jobs they can’t afford to handle. 
The architectural profession sim- 
ply isn’t set up to serve small home 
builders. Hence stock plans are 
the only answer, as House Beauti- 
ful now admits belatedly. 


* * 
Only a hurried reading of the daily 
papers is necessary to convince us 
that it’s time to get our faith 
lifted. 
Not So Bad After All! 
F ONE WERE to judge by the 
hue and cry of our distressed 
politicos, he would be forced to 
believe that almost no houses were 
built in 1947. Yet the fact remains 
it was one of the biggest home 
building years in our history... 
despite acute shortages of materials 
and manpower. Actually we should 
point with pride to approximately 
850,000 completions. A few such 
years and the housing shortage 


50 


will be as forgotten as many othe) 
political issues churned up during 
the past few years. 


* * * 


While it has nothing to do with 
the lumber business, it is interest- 
ing to know you cannot fold this 
page in half more than eight times. 
If you could fold its thirty-seven 
times, the total thickness would be 
almost 2,600 miles ... according 
to MONSANTO MAGAZINE. 


% * * 


Who Really Knows How Many Are 
Needed? 


OLITICIANS CLAIM vocifer- 

ously it will take a million 
houses a year for ten years to 
solve our housing problem. On the 
other hand, certain economists 
state that this many homes would 
be sufficient to replace all housing 
now in need of major repairs, re- 
duce doubling-up of families to be- 
low the 1929 level and leave five 
percent of U. S. homes vacant. It 
would create a surplus big enough 
to force down prices of all houses, 
old and new. 


* * * 


No one has ever been able to prove 
that it pays to argue with a cus- 


tomer. 
x %* * 


Who Will Build Them? 


PEAKING OF HOUSING 
(what subject is of greater 
interest to lumber dealers?) re- 
minds us that William Levitt, 
president of Levitt & Sons, Inc., 
Long Island, told the House Labor 
committee group last fall that in 
the near future all home building 
may be done by a dozen or so large 
builders, with the “custom-built” 
house becoming as rare as the cus- 
tom-built automobile. He_ also 
stated he could have brought prices 
down a third on his $7,500 two- 
bedroom houses if it were not 
necessary to pay profits running as 
high as 53 percent to dealers, dis- 
tributors and wholesalers who do 
not even see the products they 
“sell.” 
Needless to say, his comments 
made the front pages. 


a, 
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Farm Mechanization Marches On! 


N 1930, 30 PERCENT of the 

population produced the food 
for the remaining 70 percent. In 
1947, 19 percent were feeding 81 
percent, with foreign demand _ in- 
creasing by leaps and_ bounds, 
Farm mechanization was the only 
reason why fewer and_ fewer 
farmers were able to feed the 
rapidly-increasing non-farm popu- 
lation. 

Mechanization changes _ practi- 
cally every building on the farm 
and calls for the modernization or 
rebuilding of existing structures. 

Lumber dealers who are able to 
assist in the shift-over will profit 
accordingly. It’s not only an op- 
portunity but a responsibility. 


Do You Like to Read Your Own Ads? 


F YOUR ADVERTISEMENT 

looks good to you when you see 
it in print .. . and sort of makes 
you swell with pride... it un- 
doubtedly is worth what it cost 
and will pay dividends. If it 
doesn’t appeal to you, the same 
thing probably is true of other 
readers, 

* * 


Fixit Shop in the Lumber Yard 


ILL HAUGHIE, manager of 
the lumber department of the 
Redwood Falls Farmers Elevator 
company, Redwood Falls, Minn. is 
featuring a fivit shop as an added 
service which has proved to be 
popular and profitable. In charge 
is a retired shoemaker, trained in 
the old country in carpenter and 
cabinet work. Jobs are varied 
..a broken plow handle or 4 
piece of furniture . . . odd pieces 
of millwork. Nothing is too dif- 
ficult, provided it can be repaired 
at all. 

“It brings new customers,” says 
Mr. Haughie. “If it can be fixed 
immediately, they look over our 
stock while they wait. If not, they 
come for it later. Best of all, they 
tell their friends about the serv- 
ice. After all, where is there 4 
better place for a fixit shop than 
in the lumber yard?” 

































































































CONTACT OUR SALES DEPT. 
105 STATE BLDG. AKRON 8, OHIO 
WE OFFER!!! IMMEDIATE SHIPMENT 
#2&Btr SLYP AD DET SURFACED AS DESIRED 
RANDOM LENGTHS—CAR LOTS EACH WIDTH 
(x4, 0 26, 1 aw S 1 @ 10, 1 x 12 
Onl th “K e 99 2" 4, 2x6, 2% 8,2 x 10, 2x 12 
f the e no Ww Oo W FOR QUICK DELIVERY CHECK WITH US 
food FOR ITEMS IN TRANSIT— 
a Since 1884 we have been satisfying PROMPT SHIPMENT 
din the needs of many lumber buyers. 5 Cars2x4— 8 2 Cars2x 6—I6 
is. | ° aati 2 Cars 2 x 4—10 2 Cars 2x 6—18/20 
~~ Our years of experience have justi- 2 Cars 2x 412 2 Cars 2x 8—I2 
> ONLY . 2 Cars 2 x 6—I2 2 Cars2x 8—I4 : 
fewer fied our belief that we can do a 2 Cars 2 x 6—I14 2 Cars2 x 8—I6 i 
1 the § satisfactory job for you, too. 3 Cars 2x 8—18/20 
one ‘ 2 Cars 2 x 10—12 
PO} 3 Cars 2 x 10—14 
3 Cars 2 x 10—16 
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1O dif- 
~“) 1 LONG-LIVED SAWS FOR LONG-RUN ECONOMY 
in ial 
” says + abe . ‘ ° 
. fixed Firthite Tipped Saws made by Huther Bros. Saw Mfg. — Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
, our ff Co. are made to stand hard service and are, there- | Huther Bros. have long taken special pride in the’ 
t, they fore, long-lived Saws insuring long-run economy to the — quality of their manufacture, and the service and 
| they J user. These saws are used for cutting hard Masonite, _ satisfaction all Huther Bros. saws give the customer. 
ang Write for Huther Bros. Catalog No. 60 
ere 
» than 
HUTHER BROS. SAW MFG. CO., Rochester, New York 
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Metal Sectional Fence 


Dura-Bilt metal sectional fence 
can be bent or curved into any 
shape desired, or used as straight 
fencing. Sections can be joined to 
form square, triangular or rectan- 
gular shapes. The fence has white 
baked-on enamel finish over bonder- 
ized surface and which it is said 


will not chip or crack. An endless 
number of sections can be joined 
together. Holes provided in rail 
ends permit fastening with nuts 
and bolts which are furnished. 
Pickets are 10 inches high, stakes 
18 inches, rails three feet long. 
Each section is self-supporting. The 
stakes are simply forced into the 
ground and fastened to adjoining 
rails with nuts and bolts. Can be 
installed with bottoms of pickets 
flush with ground or in raised posi- 
tion to permit grass trimming. All 
steel construction. Pickets are 
double spot-welded at cross rails. 
End stakes ribbed. For more com- 
plete information write A. G. Busch 
& Company Inc., Dept. AL&BPM, 
2632 N. Central avenue, Chicago 
39, Ill. 


Gas Heater Bulletins 


Two new bulletins have been 
published describing gas heaters. 
The first describes a safe, durable 
and efficient radiant gas heater 
which will operate on natural gas, 
butane and other manufactured 
gases. It is manufactured entirely 
from aluminized steel and stainless 
steel. It is a radiant heater with 
the radiants enclosed within a 
stainless steel shield so placed the 
heat is deflected away from the 


- 
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heater. The gas heater will also 
operate on natural and manufac- 
tured gases and made of aluminized 
steel. It is finished in a dark brown 
enamel assuring a lasting finish. 
For copies of these bulletins write 
Houston Blow Pipe and Sheet Metal 
Works, Dept. AL&BPM, Houston 1, 
Tex. 


Building Specialty Catalog 


A new 1948 eatalog describing 
such items as wall ties, siding cor- 
ners, roll valley, 5x7 flashing, 
louvers of all kinds, milk shutes, 
bell traps and many other special- 
ties is now available. Dealers can 
be supplied from stock on these 
items. For a copy of this catalog 
write Allen Steel Products, Dept. 
AL&BPM, 12911 Hillview avenue, 
Detroit 7, Mich. 


Bathroom Accessory Line 


The new 1948 Chrome-Tex bath- 
room accessory fixture line is now 
ready for distribution. The line 
includes 30-inch, 24-inch, 18-inch 
and 12-inch towel bars, soap dish, 
robe hook, tissue holder, combina- 


CHRANE-TEX 


CHROME PLATED FIXTURES 


a 





tion tumbler and toothbrush holder, 
utility rack, and also an 18-inch 
glass shelf and corner towel bar. 
The new fixtures incorporate solid 
metal bars which are chrome-plated 
over double-coated nickel. Chrome- 
Tex merchandising aids include an 
attractive masonite display board 
on which is mounted each item in 


the line. For further information 
and illustrated and descriptive lit- 
erature, write Chrome-Tex Inc., 
Dept. AL&BPM, 2187 E. Second 
street, Cleveland 15, Ohio. 


Wall Panel Sample Book 


A compact, lightweight new sam- 
ple book, containing 20 samples of 


Marlite plastic-finished wall and 
ceiling panels and 33 samples of 
Marsh mouldings, has been made 
available to dealers and their sales- 
men. The book measures 61x12 
inches when closed and is approx- 
imately one-inch thick, yet contains 
generous size samples of the items. 
Every color and pattern is included. 
The samples are fitted into grooved 
slots, and can be removed for more 
detailed inspection. For more com- 
plete information write Marsh Wall 
Products Inc., Dept. AL&BPM, 
Dover, Ohio. 


Constructing Over-Head Door 


A free leaflet on construction of ff 


one-piece overhead garage doors is 
being offered. Twenty individual 
designs are shown from which 4 
style may be selected to fit any type 
of architecture. Construction de 
tails for single and double doors of 
all sizes are also shown as well as 
door opening designs for proper 
clearance. The details presented are 
said to insure construction of long 
lasting, low cost, one piece doors 
usable with any type of overhead 
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door hardware. Copies are avail- 
able by writing Holmes Manufac- 
turing company, 211 N. Madison, 
Los Angeles, Calif. 


Hand Scraper, Planer 


A new. sturdy, non-clogging 
hand-tool scraper, planes and 
smoothes in one operation. Free- 
moving, replaceable blades are of 
hardened tool steel that is said to 





retain sharpness of cutting edges 
and eliminates frequent sharpening 
of blades. The blades are attached 
by a metal rod to a hard rubber 
block. The block fits the hand and 
makes a cushion. The tool is five 
inches long, by two inches wide 
by 1% inches deep. For more com- 
plete information write Swiss Lab- 


oratory, Dept. AL&BPM, 1533 
Hamilton avenue, Cleveland 14, 
Ohio. 


Workmen's Compensation 
Information 


A booklet designed to answer 
questions confronting employers in 
connection with workmen’s compen- 
sation coverages has just been is- 
sued. Entitled Analysis of Work- 
men’s Compensation and Discussion 
of Coverages, the document is of 
value to anyone reauired to pay out 
cash for premiums on such policies. 
Attention is called to the fact that 
many employers are doubt as 
to the type of reports required 
of them. Provisions for appeal of 
decision, who must be covered in 
the policies and the exceptions set 
out, the waiting periods, the med- 
ical and surgical benefits for which 
employers are liable, the penalties 
that occur in the event minors are 
employed are some of the day-to- 
day questions discussed. For a 


54 





copy of this booklet write Chamber 
of Commerce of the United States, 
Washington 6, D. C. 


Waterproof Patching Cement 


A new waterproofed patching ce- 
ment for home and industrial use 
is being marketed. Known as Trip- 
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L-Crete, the product is a combina- 
tion of cement, sand and Trip-L- 
Seal so that it can be made ready 
for use simply by adding water. It 
is said to make concrete impervious 
to capillary water action and to 
prevent damaging effects of freez- 
ing and thawing. Merchandising 
helps include a four-color package, 
appealing counter cards and circu- 
lars, for counter, floor and window 
display. For more complete infor- 
mation write Green Thumb Inc., 
Dept. AL&BPM, 2103 Race street, 
Philadelphia, Pa. 


Tileboard Cement 


Just announced is the introduc- 
tion of a new adhesive for use in 
applying tileboard or other wall 


# » 
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coverings. A newly designed label, 
in attractive colors, carries com- 
plete illustrated instructions ex- 
plaining the easy application for 
tileboard installation. The material 
is packed in gallon cans, four to a 
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carton. For more complete infor- 
mation write Prestile Manufactur- 
ing company, Dept. AL&BPM, 2360 
Lincoln avenue, Chicago 13, II. 


Paneled Steel Fencing 


A new steel fence has standard 
panels with pickets rounded to 
avoid sharp points. The bolts to 
attach the fence are cadmium 
plated. The gate is engineered go 
that it will bear heavy weights. All 
parts are standardized, so no special 
stock is required. It is easy to 
erect. Once the posts are set and 
the top and bottom rails in place, in- 
dividual pickets are quickly posi- 
tioned and fastened. Ground grades 
up to five inches to one foot may 





be followed without special panels. 
All materials are furnished with 
one shop coat of rust inhibitive 


paint. For an_ illustrative and 


‘descriptive folder write for Cata- 


logue MC-48, Stewart Iron Works 
company, Dept. AL&BPM, Cincin- 
nati 1, Ohio. 


Wood Preservative Paint 


Just announced is a booklet on 
Woodtrem, a new wood preserv- 
ative paint. Woodtrem is said to 
prevent rot and decay and to be 
especially adapted for wood that is 
to be buried in the ground or laid 
on an earth surface. Because of its 
creosote content, it is said to be 
poisonous to bacteria and repels 
insects. Woodtrem is available in 
black or aluminum in % pint, pint, 
quart, gallon, five-gallon and 55- 
gallon containers. Booklet copies 
may be secured by writing Speco 
Inc., 3142 Superior avenue, Cleve- 
land, Ohio. 


Garage Door Folder 


Just prepared is a two-color fold- f 
er, Strand Profit Plan for Lumber > 


Dealers, outlining a program deal- 
ers can use to increase their garage 
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RIVER 
LUMBER 
COMPANY 


ENUMCLAW, 
WASHINGTON 


11, Led ap -3:1-) 







Growing Future Saw Logs 






White River is looking ahead to your future lumber needs. 
Young growth on White River timberlands along the slopes 
of the Cascades is expected to provide the White River mills 
with saw logs for as many years as man can see ahead. 
Here trees grow to perfection—tall, straight, sound. White 
River is ever alert to the needs and interests of its customers. 
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Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 























A Sustained Yield Opercticn 


Pe" DONLEY AREA WALLS | | ©» ts rm 7 


Graham Griswold, Secy. & Treas. 
save labor — speed up the job 


piswold 











Contractors grab these tried and tested window enclosures. 
Experience has shown them how Donley Steel Area Walls save 
high priced mason labor—how they promote rapid completion 
of the home. . . These Donley Area Walls are fabricated from 
16 gauge, copper bearing, U.S. Steel, heavily galvanized. They 


are reinforced by deep ribs. Installation simply requires placing Douglas Fir. Lumber 
in excavation and back-filling. If anchorage is desired, con- 
venient slots with galvanized bolts make this step easy. Made Pine, Cedar Wholesale 


in four depths. Hemlock 


Consult our 16-page catalog in American Lumberman 
Merchandiser, or a copy will be sent on request. 


THE DONLEY BROTHERS COMPANY 
13928 MILES AVENUE CLEVELAND 5, OHIO THE GRISWOLD LUMBER CO. 


Your orders and inquiries solicited. 














FAILING BLOG. PORTLAND ORE. 
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door sales and profits. The dealer 
profit plan includes an offer of di- 
rect mail advertising in the deal- 
er’s community; a demonstration 
steel door for display by the dealer, 
and a wide variety of sales and ad- 
vertising helps. For a copy of this 
new folder write on your letterhead 
to Strand Building Products com- 
pany, Dept. P-101, 1710 Buhl build- 


Simplified Wood Treatment 

As a simplified method for treat- 
ing wood with clean, oil-type toxic 
and water-repellent toxic wood pre- 
servatives, a small, flexible treating 
unit known as a Dri-Vac process 
tank has been developed for lumber 
dealer use. 

Penetration of the wood by 
chlorinated phenol preservatives is 
accomplished by combination use of 
vacuum (exhausting air from the 
wood and replacing it with preser- 
vative) and soaking. The standard 


ing, Detroit 26, Mich. size 


unit accommodates _ several 
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We are now able to offer the following stock 
which is thoroughly dry: 


Small amounts 4 to 8/4 C A Mahogany. #1 
Com. & Btr. KD on hand 

2 cars 4/4 +2 Com. & Btr. Soft Elm 

2 cars 8/4 #2 Com. & Btr. Hickory 

1 car 8/4 s.w. & Btr. hepatechion White Oak 

2 cars 4/4 #2 Com. & Btr. Beech 

2 cars 8/4 #2 Com. Poplar 


VLE YUMA 


MAHOGANY 
WALNUT 
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Winchester, dake 
Ponderosa Pine, Fir and Larch 


Member Western Pine Association 


Winchester Box Company 
Winchester, Idaho 
Industrial Cut Stock and Specialty Items 






























YOUNGERMAN-REYNOLDS LUMBER CO. 


MONTGOMERY 1, ALABAMA 


STRAIGHT OR MIXED CARS / 
: SOUTHERN 


YELLOW PINE 


BOARDS — DIMENSION — TIMBERS 


DEEP SWAMP CYPRESS 
SOUTHERN HARDWOODS 


ALL LI GNASAN DIPPED 
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thousand board feet of lumber at 
one time. 

Designed as a low-cost treating 
unit practical for use in the me- 
dium-sized lumber yard, the Dri- 





Vac equipment can be used both as 
a cold dip tank for millwork, siding, 
flooring and other types of lumber 
and also as a vacuum tank where 
deeper and heavier penetration of 
preservative is required. 

No heat is required for treat- 
ment, allowing processing to start 
as soon as an order is received. The 
lumber is relatively dry to handle 
at the end of the treatment. Only 
one piece of machinery is necessary 
for operation—a vacuum pump. 

Dri-Vac treatment starts by plac- 
ing lumber in the tank and sealing 
the tank air-tight. After a vacuum 
is drawn in the tank, a valve con- 
nected to the storage tank is opened 
and the _ preservative solution 
drawn into the tank by the vacuum. 
After the vacuum is broken and 
the remaining preservative solu- 
tion returns to the storage tank. 
A quick vacuum removes the sur- 
plus solution from the lumber and 
it is ready to be taken from the 
tank and sent to the job. 

For further information write 
Protection Products Manufacturing 
company, Dept. AL&BPM, Kala- 
mazoo 99, Michigan. 


Insulating Plaster 

Insuplast is a light density (ap- 
proximately 16 pounds per cubic 
foot), fire resisting, granular ma- 
terial which, when mixed with the 
directed quantity of water forms a 
smooth plastic mass, which trow- 
elled on any clean, rigid interior 
wall or ceiling surface in any de- 
sired thickness, will set to form an 
efficient and durable insulating 
planket of plastic impregnated min- 


eral cork. This is a specialty ma- 
(Continued on Page 66) 
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(MARKET ANALYSIS 


Current Statistics on 
Output and Distribution 

Lumber shipments of 416 mills reporting to the 
National Lumber Trade Barometer were 0.8 percent 
below production for the week ending March 6, 1948. 
In the same week new orders of these mills were 10.4 
percent above production. Unfilled order files of the 
reporting mills amount to 58 percent of stocks. For 
reporting softwood mills, unfilled orders are equivalent 
to 28 days’ production at the current rate, and gross 
stocks are equivalent to 46 days’ production. For the 
year-to-date, shipment of reporting identical mills were 
6.1 percent above production; orders were 9.8 percent 
above production. Compared to the average corre- 
sponding week of 1935-39, production of reporting 
mills was 85.1 percent above; shipments were 55.0 
percent above; orders were 86.1 percent above. Com- 
pared to the corresponding week in 1947, production or 
reporting mills was 11.6 percent above; shipments 
were 6.2 percent above; and new orders were 8.5 per- 
cent below. ; 


Southern Pine 

Production of Southern Pine by 106 mills reporting 
to the Southern Pine Association for the week ending 
March 13, 1948, amounted to 16,395,000 feet. This was 
2.87 percent below the three year average for the 
same mills. Shipment for the week of March 13 
amounted to 15,950,000 feet, or 2.71 percent below 
the week’s heen pray placed during the week 
totaled 15,338,000 feet, or 6.45 percent below produc- 
tion. 


Western Pine 

The 106 mills reporting to the Western Pine Asso- 
ciation for the week ending February 28, 1948, cut 
54,416,000 feet, compared to 51,635,000 feet in the 
corresponding week a year ago. The weekly three 
year average cut for these mills is 57,409,000 feet. 
Shipments were 65,334,000 feet as against 67,145,000 
feet in 1947. Orders placed during the week totaled 
62,529,000 feet. Unfilled orders on file at the end cf 
the week stood at 165,571,000 feet compared with 
172,490,000 feet at the end of the corresponding week 
‘in 1947. Gross stocks on hand were 627,323,000 feet 
compared to 556,964,000 feet last year. 
Northern Pine 
Production of Northern Pine by five mills reporting 
the Northern Pine Manufacturers’ Association for 
the week ending March 6, 1948, was 700,000 feet, 
down 125,000 feet from the previous week and 540,000 
feet less than the corresponding week a year ago. 
Shipments for the week totaled 1,210,000 feet against 
1,190 000 feet a year ago. Orders booked during the 
Week totaled 275,000 feet; unfilled orders on hand 
5,020,000 feet; and gross stocks 34,085,000 feet com- 
pared to 41,135,000 feet at the end of the correspond- 
ing week in 1947. 


Miscellaneous 
Softwood plywood production during January 1948 
is estimated at 156,567,000 square feet, the Depart- 
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+ TIME 
v PAINT 
+ MONEY 


“The greatest improvement the paint business has 
ever known.” That’s what they’re saying about the 
amazing new Hudson Lektrik Paint Gun. And Hud- 
son is giving it terrific backing in national advertis- 
ing, promotion, and display. Get on the band wagon 
NOW and get YOUR share of the profit. 


Equipped with Portable Motor 


Hudson’s 110-120 Volt AC/DC motor 
develops 22 lbs. free air. Practical for 
homes and farms. A “must” for hob- 
byists. Paints smoothly with little 
effort. You always get a master- 
craftsman job. 








Every Kind of Painting 


Glass jar holds 24 oz. enamel, var- 
nish or paint. Paint Gun is equipped 
with adjustable sprayheads and di- 
rectional nozzle, for painting up, 
down, sideways or straight - ahead. 
Fingertip control. No painting mess. 





Saves Time — Paint — Money! 


A lifetime investment. Sells for only 
$34.95 complete with motor, higher 
in western territories. Guaranteed. No 
extra gadgets, gimmicks or spare parts 
required, Just 8 pounds complete. 





NATIONALLY - 
ADVERTISED 
IN ~ 


apr. POST 
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= ZF 


[ohtik Pl 
PAINT GUN 


H. D. Hudson Manufacturing Company, Chicago, Illinois,"U. S. A. 






@H. M. Co. 1947 


A Hudson Sprayer For Everyone Everywhere 
ORDER FROM YOUR JOBBER TODAY— OR WIRE HUDSON TODAY! 


‘ 
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THE SATURDAY EVENING . 

















STOP End Checking!!! 


No. 464-A Lumber sealing compound is a 
specially developed “end coating” that 
produces amazing results. 


Not a “lead and oil” paint but a new 
product designed to do a particular job. 


Can be applied with spray gun designed 
for heavy bodied materials or by brush. 
Color is black. 


Any mill, lumber dealer or manufacturer 
who stores lumber can effect very substan- 
tial savings. 


Reports have been received that use of the 
compound has resulted in savings amount- 
ing to thousands of dollars worth of lumber 
previously lost due to “end checking.” 


Wire or write today for 
full particulars. 


The Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 























BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 
Ghee -tele 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Aiir-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 


Air-tite Stays simplify inventery 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 








The plunger of each 
Air-tite Stay expands 
and contracts against 18 
lbs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 


i -ttte 


60 








Cut-away view - Actual size 
U.S. Pat. No. 2,187,412 


WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 





LUMBER MARKET 





ment of Commerce announced March 10. This is 12 
percent above the corresponding month last year and 
4 percent over the previous month. January saw the 
highest production for any month in the pasi six 
years with the exception of the October 1947 peak of 
170,325,000 square feet. 


In the Market Centers 


TACOMA—Lumber supplies appear ample to meet 
demands. Prices continue high with no indication of a 
change. Demand is heavy. Heavy snows in the moun- 
tains have curtailed log production. In consequence, 
one large operator on a three-shift basis since last 
August has laid off its Tacoma mill graveyard shift 
and does not expect to reinstate it before April. 
Weyerhaeuser Timber company announces that it will 
boost the output of its Longview, Wash., plywood plant 
from 40 to 65 million square feet with new machines 
and 100 additional men. 


SEATTLE—Some uppers are coming in from Can- 
ada. There is a broad range in prices. Vertical grain 
flooring brings $160 to $180, flat grain flooring $150 
to $170. Green dimension has softened and the gov- 
ernment is not buying dimension in big quantities. 
Boards are about a dollar less and timbers reflect a 
weaker market. Glutting of mills by No. 2 and 3 
shingles is curtailing that industry. No. 1 5X move 
at from $9.50 to $10.50 but No. 2 shingles can be 
bought for $6 in straight cars. Price of mixed cars 
is based on the percentage of No. 1. Factors working 
against the shingle industry: FHA requires only No. 
1; farmers have money and buy only the best, patent 
roofing can be purchased at less than the price of 
No. 2’s. 


KANSAS CITY—Widespread rains, cold and heavy 
snows throughout the Southwestern producing areas 
have retarded lumber production in recent weeks. 
While retail yards have sold a sizable amount of their 
stock, the weather has slowed up building and the 
movement of material to construction sites. Until 
this stock moves out, retailers are not anxious to make 
replacements. A big movement of lumber is expected 
when the weather moderates. Prices have shown vir- 
tually no change. On the east side of the rive, all- 
dried boards are quoted $75 to $80 and on the west 
side $80 to $85. Kiln-dried stock on the west side 1s 
bringing $88 to $90. No. 2 air-dried dimension is still 
quoted at $70 to $75 while kiln-dried is bringing $80 
to $85. In finish grades, C&Btr. uppers still command 
$170 to $175. Flooring is scarce and C grades are 
quoted at $160 and B&Btr. $170. 


BALTIMORE—Prices generally are reported very | 


steady for all types of lumber. Local yard operators 
look for firm values to continue. Virginia and North 
Carolina mills, hampered by weather, have been slow 
to fill orders. 
by boat. Some rail shipments have been reported 
the road since January. Idaho White Pine is in bet 
ter supply with clears priced around $280 to $300. 
Canadian spruce is being delivered in 10 days and No. 
1 dimension ranges around $98.50. 
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More West Coast fir is arriving, nostly | 
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Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 














ORNAMENTAL WROUCHT IRON 


ict Interior and Exterior Iron Rail- 
ing, Window Guards, Ladders, 
Area Gratings, Cellar Doors, 
Overhead Arches, Porch Col- 
umns, Pipe Railing. 










Also manufacture swing- 
ing, Sliding and Folding 
Gates for every purpose. 


Office and Factory: 


2110 Florence Ave., Zone 6 


CINCINNATI IRON FENCE C2 INC 
CINCINNATI. OHIO. Co 
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WOODHEALTH 


A Clear “Vexic Weed 


Preseruatiue 


Paintable & Odorless 
When Dry 


KILLS and CONTROLS 
decay and wood 











S l bet- 
to $300. 
and No. 
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destroying insects 


Protection Products Mfa. Co. 


Research Laboratory and Plant KALAMAZOO, MICH. 





Propucts MERCHANDISER 
































































DON’T CARRY IT— 
CONVEY IT 
, oi Cut handling costs — 
increase safety—reduce 


manual handling with 
conveyors. Eliminate 





those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 
and speedy handling 
of your products. 








Get complete informa- 
tion today — write for 
Bulletin No. AL-38. 


| Standard Conveyor Company 
: General Offices: 
North St. Paul 9, Minnesota 


Ss” 








RAVITY & POWER 
CONVEYORS 


Dependable Values 
for Prompt Shipment 


1x8 & 1x10 KD YP Boards 
or Shiplap 

AD YP Boards & Siding 

AD YP Dimension 20’ & 
shorter—in straight cars 
or mixed with KD Shed 
items. 


You can’t beat Scotch lumber 
for value. It is produced from 
fine quality timber. It is well- 
manufactured, properly dried 
and reliably graded. 


1 of @ 


SOUTHERN PINE @ SOUTHERN HARDWOODS 
FULTON, ALABAMA 


Mixed Cars a Spectalty 





Member SPIB and NHLA 
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L. M. Cassidy Is Chairman of 
Asphalt Roofing Bureau Board 

L. M. Cassidy, vice president for 
sales of Johns-Manville corpora- 
tion, New York, has been elected 
chairman of the board of governors 
of the Asphalt Roofing Industry bu- 
reau, an association of 28 leading 
manufacturers of building materi- 
als. He succeeds E. W. Smith, vice 
president of Philip Carey Manu- 
facturing company. 

P. C. Rowe, executive vice presi- 
dent of Flintkote company, was 
named vice chairman of the board 
and E. L. Chamberlain, vice presi- 
dent of Bird and Son, Inc., was re- 
elected treasurer. 


Carl E. Friend, Kansas 
Lumber Dealer, Dies 


Carl E. Friend, 78, owner of sev- 
eral lumber yards in Kansas, died 
Feb. 23, at his home in Lawrence, 
Kans. 

Mr. Friend had served as state 
senator and later for two terms as 
lieutenant governor. He had re- 
cently started a campaign for re- 
election as state senator. 

Among the survivors is his son 
Paul who was also his business as- 
sociate. 


Appointments and Retirements 


C. D. ALDERMAN has been named 
sales manager of Mullins Manufac- 
turing corporation’s Youngstown 
Kitchen division, Warren, Ohio. He 
succeeds FRANK W. KNECHT JR. 
who was promoted to staff assist- 








CHICAGO lumber lady, Miss Clara E. Bald- 
win, is touring the world to report trade 
conditions for several publications, including 
WOOD, companion publication to AL&BPM 


in the industrial wood field. The daughter 

of the late John T. Baldwin Jr., Miss Baldwin 

carried on her father’s wholesale lumber 

business after his death until she left on 

her tour last November. Her assignment 

includes South America, Europe, India and 
Asia. 





ant. DAvip F. RUCKS JR. is new as- 
sistant manager of sales. 


ARTHUR TEMPLE JR. has _ been 
named vice president and general 
manager of the Southern Pine 
Lumber company, Diboll, Tex., to 
succeed the late Henry Temple who 
died March 5. 


LOVELL COOK RAWSON is now 
New England and northeast field 
representative for the American 
Forest Products Industries, Wash- 


ington 6, D. C. Mr. Rawson has 
collaborated in writing several 
manuals on forest management and 
fire protection. 


RAYMOND K. COLLICK has been 
named parts merchandising man- 
ager of the Detroit Diesel Engine 
division, General Motors corpora- 
tion, Detroit. He has been with 
that division since 1937. 


W. D. HAGENSTEIN, prominent 
northwest forester, has just been 
named forest engineer of the joint 
committee of forest conservation, 
He will head the forestry depart- 
ments of both the West Coast Lum- 
bermen’s association and the Pa- 
cific Northwest Loggers associa- 
tion. His headquarters will be in 
the Portland office of the West 
Coast Lumbermen’s association. 


Election of CARL D. FRANKS as 
vice president of the Portland Ce- 
ment association, Chicago, has been 
announced. He has been a member 
of the association’s staff since 1916. 
He will be in charge of the associa- 
tion’s promotive activities. 


Appointment of SUBLETTE M. 
WALTON as industry manager of 
the Alumi-Drome division of the 
Reynolds Metals company, Louis- 
ville, Ky., has been announced. He 
will be in charge of all operations 
connected with the new aluminum, 
all purpose utility building. 


The Armstrong company, Chi- 
cago, announces the appointment of 
C. D. FORBES as vice president and 
general manager, with offices in De- 
troit. 


Appointments of two new district 
sales managers for the Upson com- 
pany, Lockport, N. Y., have been 
announced. CHARLES G. OSTERTAG 


has been named sales manager for 
the Central division, with offices in 
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PAUL BUNYAN NEVER SLEEPS 


Paul traded his bed for a lantern when he went into the lumber 
business. He has a full time job logging, milling and shipping his 
air dried product on year round production. 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine 


SUSANVILLE * 


White Fir 





‘Incense Cedar 
CALIFORNIA 
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BIRCH FLUSH DOORS 
Hollow Core 
1/6—2/0—2/4—2/6—2/8 x 6/8 x 13," 
ONE AND TWO PANEL DOORS 


Hardboard Panels 
1/6—2/0—2/4—2/6—2/8 x 6/8 x 1—5/16"’ 


KNOTTY PINE 
4 Cross Panel Doors 
24°’ —28"'—30'’—32"" x 6'8°° x 114"" 


HARDBOARD 
Light Colored Surface 
Vg x 4’ x 12’ 


FINNISH BIRCH PLYWOOD 
All Thicknesses & Grades 


FOB Sardinia, Ohio 


mussmanmn and shafer. ine., 


15 East Third Street 





cincinnati 2, ohio, u. s. a. 
5 SRST SAS EER 


MINER’S EDGER WITH SKF 
BALL BEARINGS 


Lightest running. SPECIAL FEATURES: Vari- 
able feed for light power, guide rail and spurs 
make STRAIGHT lumber, well-balanced 


mandrel, now creosoted frame. IT CLEARS 
ITS COST IN 30 TO 60 DAYS. 


MINER EDGER WORKS 


Meridian, Mississippi 
Phones 1292 and 3111 





Independence Lumber 
& Manufacturing Co. 


Independence, Oregon 
Telephone 44 Teletype 370 


Manufacturers 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers, Lath 


Your inquiries will have our prompt attention. 








Sitka Spruce Lumber 


and 


Box Shook 


POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 


Hoquiam, Washington 












































HOUSTON 


Grateless, Air Cooled 


REFUSE 
INCINERATOR 


Engineering Service & 
Estimates Furnished 
Without Charge 


HOUSTON BLOW PIPE & 
SHEET METAL WORKS 


HOUSTON 1, TEXAS 
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Young and Thriving Urania Forest 


WDRANTA 


--Offers You Long-Time Service 


Pioneer in reforestation, Urania is growing new 
timber to serve your needs in Southern Pine and 
Hardwoods for many years to come. Urania has 
over 110,000 acres of timberlands under selective 
harvest. 


Urania is a good organization to tie to for thorough 
satisfaction on your current and future needs. 


The URANIA LUMBER CO.., Ltd. 


URANIA, LA. 


Lumber Manufacturers and Tree Farmers 
Members S.P.A., S.P.I.B., Southern Hardwood Producers 
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Atlanta. GEORGE A. ENGEL has 
been appointed western division 
sales manager with offices in Kan- 
sas City, Mo. 


HENRY J. GESCHEL has been ap- 
pointed sales manager of the Darl- 
ing Lumber company Ltd., Chicago. 
He will also assist with the pur- 
chasing. 


CARL H. BAUER has been ap- 
pointed assistant to the president 
of the Celotex corporation, Chicago. 
He had been executive vice presi- 
dent and general manager of the 
Warren City Tank and Boiler com- 
pany. 


CLARENCE T. FULLERMAN has 
been appointed regional manager 
for the Youngstown Kitchen divi- 
sion of Mullins Manufacturing cor- 
poration, Warren, Ohio. He has 
been with the company since 1940. 


RAY W. CHRISTENSEN has been 
appointed assistant advertising 
manager, aluminum division, Rey- 
nolds Metals company, Louisville, 





for 57 YEARS 


OZAN PINE 


has been delivering 
SATISFACTION TO 
CUSTOMERS 


Ozan is operating on a sus- 
tained-yield basis—and expects 
to be able to serve customers 
indefinitely. 








OZAN LUMBER CO. 


PRESCOTT, 


1891 = ARKANSAS 


1948 


Ky. He succeeds JAMES C. BJORK- 
HOLM who was named advertising 
manager of the foil division. 


L. W. Smith, Sales Manager 
Of Sisalkraft, Chicago, Dies 


L. W. Smith, for many years 
sales manager of the Sisalkraft 
company, Chicago, died February 
16. 

Mr. Smith started in the lumber 
and building material industry in 
the lumber mills of the Northwest. 
He came to the Sisalkraft company 
18 years ago and worked in a sales 
capacity until recently. 

W. L. Kennedy, formerly man- 
ager of the New York branch office, 
has taken over the duties of sales 
manager. 


William H. Dulany, Prominent 
St. Louis Lumberman, Dies 


William Henry Dulany, 74, vice 
president of the St. Louis Lumber 
company, St. Louis, died March 9. 

Mr. Dulany also had lumber in- 
terests in Kansas City. Before mov- 
ing to St. Louis about 40 years ago, 
he had been in the same line of 
business in Hannibal. 


Companies Announce 


Construction has begun on a new 
plywood plant in Orangeburg, S. C., 
for HAMILTON VENEER COMPANY, a 
subsidiary of UNITED STATES PLY- 
WOOD corporation, New York. The 
plan will include the main building, 
other buildings and an office and 
will produce gum and other south- 
ern hardwood plywoods. 


Consolidating its facilities in the 
Chicago territory, the YALE AND 
TOWNE MANUFACTURING COMPANY, 
Philadelphia, announces the unifi- 
cation of all sales and service facili- 
ties for its electric truck, handlift 
truck and dial scale divisions at the 
Railway Exchange building, 80 E. 
Jackson boulevard, Chicago 4. In 
charge will be Arthur H. Dobler, 
regional manager. 


Beginning with a defunct, obso- 
lete little plant acquired in 1898, 
MARQUETTE CEMENT MANUFACTUR- 
ING COMPANY, Chicago, is this year 
celebrating its 50th anniversary. 
Within the past 50 years the com- 
pany has grown from one plant to a 
network of plants throughout the 
midwest and south. 


Effective March 15, the retail 
and mail order sales division of 
SOUTHERN STATES IRON ROOFING 


COMPANY, Savannah, Ga., was elim- 
inated in order to serve customers 
through dealers. The compizny’s 
mail order list of over one million 
southern farm and property owners 
will be used for the direct benefit 
of dealers under a plan to be an- 
nounced later. 


PAL-O-PAK INSULATION SALES 
COMPANY has moved to 5628 W, 
Vliet street, Milwaukee 8, Wis. The 
telephone is GReenfield 0806. 

C. H. Kreienbaum, president of 
the SIMPSON LOGGING COMPANY has 
established his executive offices at 
1010 White building, Seattle 1, 
Wash. Telephone is ELiot 1070. 


PorpE & TALBOT, San Francisco, 
will formally open a new sawmill on 
April 5 at Oakridge, Ore. The proj- 
ect, described as the foundation 
unit of a major logging and milling 
installation designed for indefinite 
expansion, has a cutting capacity 
of 200,000 board feet in an eight- 
hour day. 


DARLING LUMBER COMPANY, LTD. 
has recently moved to 1800 N. Pu- 
laski road, Chicago 39. The new 
building consists of offices, facili- 
ties for storage and there is an ad- 
joining open yard for storage. The 
telephone is ALBany 2127. 
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The first carload of western-made 
asbestos-cement siding started to 
dealers recently from the new fac- 
tory of the PARAFFINE COMPANIES 
INC., Redwood City, Calif. The new 
plant is said to be the only one ol 
its kind in the West. 


The DuGE DISTRIBUTING COM- 
PANY, Cleveland, has been nameé 
distributor of Youngstown 
ens for northeastern Ohio 
firm is headed by George Dug 
was formerly a regional manage 
for the Youngstown Kitchen divi 
sion of MULLINS MANUFACTURING 
COMPANY, Warren, Ohio. 


METROPOLITAN LUMBER 1) EALERS 
ASSOCIATES INC., announces that its 
offices are now located at 250 W. 
57th street, New York 19. The tele 
phone is Plaza 7-8214-5. 
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en «Gives Siding Jobs Improved 
omers Protection and Appearance 
ainy’s 
uillion On every Asbestos Siding job, 
wners where appearance is essential, you 
rene fit can save valuable time, simplify 
ye an- fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
S ALES zine corner strips . . . Made of 
. W oxidized zine . . . will not stain. 
nal V. Lengths suitable for any Asbestos 
is. The Siding Shingle. For complete de- 
. tails write 
a BUGHER MANUFACTURING CO. 
aa 211 South Main Street, Kokomo, Ind. 
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a blades cut through toughest insulation boards 
sapacity leaving clean, smooth 
1 eight- edge. Three tools—five $585 
blades — attachments. Ss : 
ent postage paid 
All for . anywhere in U.S.A. 
VY, LTD. Extra Bevil-Devil Blades, of selected steel, ground to 
N. P cul insulation board. Package of 100 for $4.00, 
} IN. EUs postage paid. 
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| «MORE GARAGE SPACE with 
AMERICAN ROOF TRUSSES 





American Roof Trusses cut costs and eliminate space 
taking posts. Extra floor space means more parking 
revenue. One example of how American can save 
you money ... no matter what you are planning 
to build — warehouse, supermarket, church, factory 

. consult American first. Write for free catalog 
today. 





AMERICAN ROOF TRUSS CO. 


6846 STONY ISLAND AVE. 
CHICAGO 49, ILL. 
PLAza 1772 


ESTABLISHED 1922 


235 WEST 37th PLACE 
LOS ANGELES 7, CALIF. 
ADams 3-4191 











WAY AHEAD OF ANYTHING 
IN THE LOW-COST PLANER FIELD ! 


Built for the precision accuracy formerly obtainable 
only with the larger machines. A husky producer 
with wedge adjusted bed, and many patented features 
promoting convenient, time-saving operation and 
highest quality work. Big enough to meet all the 
requirements of retai! lumber companies and many 
wood-working establishments. Capacities: 24” x 8” to 
30” x 8’. Priced way below the larger planers. Every 
user is a booster. Write for Bulletin No. 54. 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICH. 
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MANAGEMENT 


Guarantees the true spirit of 


Slashiitality 


. +. it always prevails in every 
perfect detail of the service and 


atmosphere you'll enjoy at 


Lie 


DRAKE 


Chica Via 


Edwin L. Brashears 
PRESIDENT 
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What it is... What it Does 


By Louis H. Meyer 


Formerly Field Research Director, 
United States Plywood Corporation 


250 pages, 100 illustrations, only $3.50 


Here’s the complete story on ply- 
wood — planned to assist engineers, 
designers, architects, and others in 
exploring the possibilities offered by 
this modern construction material. It 
covers manufacture, characteristics, 
purchasing, and application techniques 
—shows you exactly how this all- 
around product can meet your specific 
needs. The book describes the manu- 
facture of plywood and kindred lami- 
nates — outlines briefly the methods 
used to obtain different grain forma- 
tions — lists the bonding agents used 
and the properties of each — provides 
a valuable compilation of reports 
from the U. S. Forest Products Lab- 
oratory and from manufacturers and 
associations. 

Send Check with your Order to 
AMERICAN LUMBERMAN, INC. 


139 No. Clark St. Chicago 2, Ill. 
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WHAT’S NEW? 


terial, said to be precisely engi- 
neered for great insulating effi- 
ciency against heat transmission. 
It is said to permanently bond to 
iron, steel, aluminum, brick, ce- 
ment, plaster, cement and cinder 
blocks, gypsum board. It can be 
decorated and easily repaired. For 
more complete information write 
Building Materials Inc., Dept. 
AL&BPM, Colorado Springs, Colo. 


Boiled Linseed Oil 

Spencer Kellogg has announced 
that Improved Boiled linseed oil 
for outside paints mixed on the job 
is now furnished in one-quart, one- 
gallon and five-gallon lithographed 
cans. This is the first time that 
this oil has been available in re- 


SPENCER KE 
Ro 
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finery sealed packages since the 
period of war-time shortages. Ship- 
ments are now being made. For 
more complete information write 
Spencer Kellogg and Sons Inc., 
Dept. AL&BPM, Buffalo 5, N. Y. 


Conveyors with Magnets 
Tote-All bulk material conveyors 
are now available with an adjust- 
able chute that removes all stray 
iron from the bulk material being 
conveyed. The chute, which may 
be attached or detached as desired, 
has a powerful, permanent magnet 
built right into it. It traps nuts, 
bolts, nails, etc., which may be in 
the conveyed material. The magnet 
is non-electric, and is guaranteed 
for life. The lightweight Tote-All 
Zephyr is now available in any 
length from six feet to 24 feet in 
multiple length of two feet. For 
more information and descriptive 
literature write Material Movement 
Industries Inc., Dept. AL&BPM, 
9257 Laramie avenue, Skokie, III. 


Roofing Specifications 

A new 1948 catalog of built-up 
roofing specifications is just off the 
press. Offered by the Philip Carey 
Manufacturing company, it con- 


tains the Roofinder index, complete 
drawings and material specifica- 
tions for both hot and cold process 
built-up roofs. The index shows 
how to select the correct type of 
bonded built-up roofing. The draw- 
ings and specifications give detailed 
information on surface preparation 
and application. For a copy of the 
catalog without charge, write Philip 
Carey Manufacturing company, 
Dept. AL&BPM, Cincinnati 15, 
Ohio. 


Hand Truck Literature 


A new bulletin, illustrating end 
describing the popular line of 
Wheel-Ezy hand trucks, has been 
issued. The two-color piece of lit- 
erature contains photographs show- 
ing various uses of the Wheel-Ezy 
in moving heavy loads. Copy de- 
scribes various exclusive features 
of the hand truck, and specifications 
are listed in detail. Four styles of 
Wheel-Ezys are shown. Copies of 
the bulletin, WE-45W, may be ob- 
tained by writing to the Rapids- 
Standard company, Dept. W-209, 
342 Rapistan building, Grand Rap- 
ids 2, Mich. 


New Builders' Hardware Labels 

Designed for quick identification 
of a line of builders’ hardware are 
the new boxes and labels being in- 
troduced this month. All products 
of the Adams-Rite line are now be- 


ing supplied in a terra-cotta brown 
box with illustrations of a repre 
sentative group of items, produced 
by the company, forming an overall 
pattern on the box. New yellow 
labels with clear type designation 
are used on the boxes. The com- 
pany manufactures a line of }uild- 
ers’ hardware in solid brass and 
also custom designs special locks, 
latches, handles and other fastening 
devices. For more complete in- 
formation about this line of hard- 
ware write Adams-Rite Manufac- 
turing company, Dept. AL&BPM, 
Glendale, Calif. 
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